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Silver Plate that is Staple as Wheat 
The record for stability was long ago established with ‘* Silver Plate that Wears.” 


Whether times are good or bad ‘there is always a demand for 1847 Rocers Bros. 
silver plated ware. Circular 1245-7 tells how you can get your share. Write for it. 


INTERNATIONAL SILVER CO.., S-gaerte Nerden MERIDEN, CONN. 


Britannia Co. 


NEW YORK CHICAGO _ SAN FRANCISCO 











December 31, 1914 HARDWARE AGE 











HARDWARE AGE 


FOUNDED 1855 


Published every Thursday by the DAVID WILLIAMS COMP ANY, 239 W. 39th St., New York 


W. H. Taylor, President GS Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M. C. Robbins, General Manager 


Subscription Price, United States and Mexico, $2.00 per year; to Canada $3.00 per year 
GEORGE H. GRIFFITHS, Manager 


Editors: Roy F. Soule, E. H. Darville, R. A. Peterson. 
BRANCH OFFICES 


Chicago, Otis Building doston, Equitable Building Cleveland, New England Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building - Cincinnati, Mercantile Library Building 
Worcester, Mass., P. O. Box 696 San Francisco, 320 Market Street 


Entered at the New York Post Office as Second Class Matter 





| HARDWARE AGE isa member of Audit Bureau of Circulation | 





Hardware Age is a consolidation of Iron-Age-I"ardware, Hardware Reporter and Western Hardware Journal 








Commeiecentter Teele Th TR a sag 65 ES RES 8 SSS COREE 45 
Traveling Salesmen—By William Q. Wales................. 2.0... ccc ee ee eee 48 
i FS 5. ao a CORES CK FESS ak ee Ee hE ROE i 67 
Regular Departments 
CIN os oc oe oe EMA Ee ens Fo Te Oa 4 wie so Cees oo Oe ek eee 54 
Wey Frm aE Tai Shs i so i Soin oes CGS Se ea we 55 
A Reasonable Grouch—By “The Assistant Manager’ ..................0.0000- 57 
‘“The Man Behind the Counter”... .. ek kbd SAO wk SOO wha Re eae ee 59 
CE Ss we anodes Od wie a tg ie OE OE We ee a a ee ee ee ee 61 
ae Ce aaa gs 5 hwo 0 AEN ha el et hee 62 
Oe NE isk. AEG pte 8 On CN a ee 64 
Wosliiigtan Nampeoie Ay A. CN ein ss ie ins Sek cece hos sae bet nen 65 
ent tls. Wie: TI os 5 ain kh ee ck ko eh ee 68 
eee: Se a Ps Bs iis oa ko as he a hc ee 70 
eee Tn. EN 5 oe a oh 0 84S 4 SA ls Re Le 75 
ei A ae i i en os gwen Oe Eda od as hee ea 78 
ee PMNS 5 ions os os ERE a CN OC kee ee eee 84 
Poaes: Gh i eee So TS fae. ose ee ae eh kk ORE ee 92 
Current News and Miscellaneous 
Canine Dein : CO ino. on 56 is da 6 Bie 8 wk 6 Ee hk a Newt 47 
Hardware Man Indexes Hardware Age Items.....................cccccccecee 47 
ems Stelter i dnew Teeth “Tapeh a 5 oo we ev we ears Oe ee ee a ee 50 
The Happiest Man in the Hardware Business....................000ceeeeceee 51 
eens Dunbinaiiaaes, ‘T ee oo ig so Sie vag RAK Se es he RS ew he ee 53 
Gould’s Manufacturing Company Opens Atlanta Office ....................... 53 
. peeet jack Sevowsé mudi “<ooiieee Gees oss soo a a a i ee 56 
Coieiaies Fan: Ts Sk as vara has ie ee ee ee ba eee eon eee 56 
Cols Aambelatins Tie Cae 5 oo soe 06 a ia 6 3 bc ino oe ee as Sa oo ew 56 
Finish Hardware Well Displayed in Small Room ............................. 58 
Rest Room Drawing Card for the Small Dealer.................. cc cc cccccees 60 
American Hardware Needs Representatives in Ceylon...................eec0.. 66 
i beiieins  amen Pe sos a eS 6s Oe CHA a Ea 69 
Now Stave of Beown Piardwate Commoeny. .. 2.6 6k ks ea cc 74 
Edmond Raftery Heads Cribben & Sexton Company...............:.....2... 74 
Freight Service Through the Panama Canal..................ccccccccccecees 76 


New Swedish-American Steamship Line...... er re een ee 76 
























































HARDWARE AGE December 31, 1914 


























/ 4s Oe ad | ce 
? AI { = 
re f ~— ’ a Yi ' } G/, 
; 3 = ; aa4 Aa ae ate = y My, A a } 
- se ie rrr GO / Vf fe “a 
= = : oe ie! ; HN) j Vf, Y 
- ° J <<" — Th i ue 7 
L/h 0d wong AM pit A / iy 7 gl \ ‘ 
EZ jvad iT Ties" ; ' " Y © ZF Sos AN | 4 a 9 iP 7 
PY Ut I ip oa ae 7, ae — 
rit, yaad v JP hg f d ——— ——— WW Aa Ween l i ae 
re ray ANT ply —— a a i} ’ =f 4 pik = - 
i r “ Ye — oe — — —— WW fo — ~*~ >: a 
4 a one — 
r a $ zy eT EL, = io ra ee, | 
~— - ~ - _ an —_ = , 
a : SS hh ES YOUR 








A 


Dare We Mention Once More 


that National Builders’ Hardware is sold to you directly? We 
have shouted this from these page; so often that we are almost afraid 
of overdoing it. But no! If repetition can make you see certain 
advantages, we are going to indulge in repetition. We repeat, then, 
with all emphasis, that no jobber as intermediate handler can touch 
our line in its travels from factory-to-dealer. 


Hardware 


National Line. You will find it in our 


National Builders’ 





E won't take chances with sub- 

V V stitutions and delayed ship- 
ments. We wont have our 
reputation for honest and prompt serv- 
ice juggled by middlemen. We want 
to feel entirely responsible for your 
profits and all that concerns them. 
This leads us to the subject of Quality. 
Simplicity has always characterized the 


design, in our proportions, and in our 
finishes. Artists find it an. expression 
of Dignity and of True Beauty. 


May we tell you more about the 
National Line? Write for those dis- 
tribution details—and our catalog— 
today. 


NATIONAL MFG. COMPANY 


STERLING, ILL. 
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Ready for the dip. One of the vats built through the efforts of the league. The portrait at the left is of W. C. 
Hurt, hardware merchant, president of the Tuskegee Merchants and Farmers Commercial League. At the right, 
J. C. Ford, secretary of the league and farm expert 


Methods Which Have Been Successful for Alabama Business Men 


been swept from existence by keen-minded 

business men who are building for the future 
of their city by developing home resources. Headed 
by W. C. Hurt, hardware merchant, the citizens of 
Tuskegee, Ala., have organized the Tuskegee Mer- 
chants and Farmers Commercial League. Efforts 
are being made to include in this organization every 
merchant, farmer, professional man; every woman, 
young man and young woman in Macon county. 

The basis of the club work is practical assistance 
—actual service. Free factory sites and factory 
bonuses will be almost forgotten while the heads 
of this organization are. teaching the farmers to 
raise better crops and better cattle. The boys’ corn 
clubs and the girls’ canning clubs will receive new 
impetus. Even the home is included in the scope of 
this great work; domestic science and home econom- 
ics will be taught by experts. 

The clubrooms in Tuskegee are the center of the 
work. Rest rooms for women and children who 
come to town to shop are provided; a model kitchen 
has been fitted up in this connection for the purpose 
of giving demonstrations. 


OQ more “City-bound” commercial club has 


Farm Expert Employed as Commercial Club Secretary 


This social uplift movement is the result of 4 
meeting held sometime ago when the leading busi- 
ness men discussed means of developing the town 
and country. -At that time there was a movement 
on foot to put a farm demonstrator in Macon county. 
and the Federal Department of Agriculture made «4 
proposition to the people of the county, to appro- 
priate a sum of money to supplement the salary of 
the demonstrator, so that he could be kept in the 
field all of each year. Since the citizens of Tuske- 
gee did not feel able to employ a secretary for ordi- 
nary commercial club work alone it was decided tc 
combine this office with that of the farm expert 
In this way the services of J. C. Ford, a native 
Alabamian and a graduate of the state school, were 
obtained. 

One of the first phases of the service work taken 
up by Mr. Ford was to supervise the building of 
dipping vats through the county for the purpose of 
eliminating cattle tick. He also began at once to 
give farmers instructions in the preparation of their 
lands, in seed selection, planting and cultivation. 
Even in the short time he has been at work, the 
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In the group are members of the Boys’ Corn Club, Boys’ Pig Club, and Girls’ Canning Club, who attended the 
barbecue, given by the Merchants and Farmers Commercial League of Tuskegee 


movement was begun this year, results from his 
efforts have been noticeable. 


Younger Set Interested Through Clubs 


Boys’ corn clubs, girls’ canning and pig clubs are 
auxiliary to the county organization. They are 
further encouraged by the county fair association. 
Prizes donated by bankers and merchants for the 
best products of the various clubs each year have 
stimulated interest and promoted friendly rivalry, 
and this combination has produced increased ex- 
cellence. The membership of these young peoples’ 
clubs totals about 260. To increase interest and to 
provide a means for the boys and girls to exchange 
ideas the Merchants and Farmers Commercial 
League brought nearly 175 of these young people 
together in March of this year at a barbecue which 
was held in Tuskegee. The mothers’ clubs, which 
are co-operating, furnished food and refreshments. 
It is planned to repeat entertainments of this 
nature. 

The county fair association is doing additional 
work to increase interest by holding a “packing 
house day” during the coming fair. On this day 
buyers from the packing houses will be present and 
will buy cattle and hogs from the boys and girls 
exhibiting them. This has naturally increased in- 
terest in the raising of fine cattle and hogs. 


Farmers’ Institutes Will Dispense Valuable 
Information 


A very effective means of giving assistance to 
the farmers of Macon county will be the institutes 
which are to be held from time to time under the 
direction of the league. For this purpose the as- 
sistance of farming experts from the state schools 
has been secured, and lectures will be given in 
every division of the county. Physicians of Tuske- 
gee have also pledged their services for these meet- 
ings and will lecture on health and sanitation. The 
services of competent lawyers have been secured, 
and they will give practical talks on matters of 
common law and other subjects which will be of 
interest to the farmers. Teachers and leaders of 
women’s clubs will attend these institutes and talk 


to mothers and wives on home economics and other 
subjects of interest to housewives. After an in- 
stitute of the kind described has been held in each 
beat or section of the county there will be a general 
institute held for one week in Tuskegee, and the men 
at the head of the league expect to perfect the work- 
ings of their organization at this time. 


Farmers Responding Actively to Efforts for Their 
Welfare 


According to a statement made by Mr. Ford, 
secretary of the organization, the work which 
has been done has shown wonderful results, 
and the outlook for the future is extremely 
bright. He states that the farmers are re- 
sponding readily and eagerly to the assistance 
which is being offered. First attention in farm 
work is being devoted to soil building cover crops, 
forage and feed crops. It is predicted that the boys 
and girls of the county will raise 1000 hogs this 
year. This introduction of hog and cattle raising 
is not only teaching the farmers to diversify, but 
assists materially in soil building. The activities 
of the boys and girls through these clubs have a 
marked effect upon their parents. It is said that 
the boys are showing their fathers how to raise 100 
bushels of corn on an acre of land that has formerly 
produced about 25. Through the efforts of the league 
four dipping vats have already been installed, and 
they expect to complete eight or ten more within a 
short time. Another phase of the general uplift 
work which is being done is to bring about leases 
which will assure the up-keep of the soil. In this. 
section of the country many farmers rent by the 
year. For this reason they are interested in what 
the soil can be made to yield for that year alone 
and neglect to do the things necessary to insure good 
crops in the future... The farm demonstrator is en- 
deavoring to secure longer leases for tenants and 
educating them to the necessity of building up the 
soil they till. 


Unlimited Possibilities for the Movement 


The narration of a few methods which are being 
used to weld inseparably the small town merchant 
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and his farmer customer by no means outlines the 
possibilities of the movement. The merchants of 
this country are finally awakening to the fact that 
through actual service to the farmer his friendship 
can be secured, and they realize that once this close 
brotherhood is firmly established the trade of the 
farmer is assured. Formerly the small town mer- 
chant has contented himself with trying to carry 
what the farmer bought and with extending favor- 
able terms on purchases. These things have not 
been sufficient; there has been a lack of united 
effort. Now those same merchants are bending 
every effort to increase the earning power of the 
farmer. It is finally being realized that town de- 
velopment must include the development of the ter- 
ritory contiguous to the town. 

From various parts of the United States re- 
ports of movements similar to the one which has 
been outlined are coming in. In practically every 
case, and some of the plans have been at work for 
a number of years, most beneficial results have 
been obtained. The small town mercnant is just 
as necessary to the farmer as the farmer is to the 
merchant. It is to be regretted that through close 
pursuit of personal interests these two classes have 
drifted apart. It has been thoroughly demonstrated 
that this narrow policy will not produce permanent 
results. The broad-minded general uplift move- 
ment is the one which will bind the farmer to the 
small town. The degree to which such a movement 
is successfully carried out will measure the success 
attained by the merchants in such towns. 


Coming Hardware Conventions 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. EF. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
tary, Hutton Ruilding, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 
1915. M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 1i, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel 


McAlpin. W. P. Lewis, secretry, Huntingdon, Pa. 
TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, February 10, 11, 12, 1915. C. 
C. Paris, secretary, Nashville. 
NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
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CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. 
C. N. Barnes, secretary, Grand Forks, N. D. 

OHIO RETAIL HARDWARE ASSOCIATION. CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23,. 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 


Hardware Man Indexes Hardware 
Age Items 


SUMTER, S. C., December 17, 1914. 
HARDWARE AGE, 
Gentlemen: 


Allow me to make a suggestion that will prob- 
ably be of some benefit to some other hardware 
brother. I have never seen it suggested. 

As you know, there is a great deal of valuable 
information in HARDWARE AGE, and it seems a pity 
to destroy the copies, as the information in them 
will be of benefit in the future. Some use a scrap- 
book and paste away what they think will be of use 
in the future, others just trust to memory. } 

As I have been a subscriber for a number of 
years I now have a good many copies of HARDWARE 
AGE besides the other trade magazines. In order 
to keep a record of this mass of useful information 
so that I can get at it quickly I use a card index 
system. (3x 5 cards). 

For instance: I have a card under the heading of 
window displays, then I have a card for sporting 
displays, fishing tackle, stoves, builders’ hardware 
and so on, as the different kinds of displays are 
shown. 

Then cards for store interiors, such as display 
racks, and different kinds of stunts for showing 
goods. Selling stunts, cost systems, sales letters, 
collection letters, office forms, and any other thing 
that I think will be of future benefit to me. 

If I want to dress a window for Christmas, say, 
all that I have to do is to refer to my card and 
I have all the information at a glance, that other- 
wise would take me an hour or so to find. 

I have found this so useful in my work that I 
thought I would pass it on to the other fellow. 


Respectfully yours, 
J. J. WESCOAT. BURNS HARDWARE COMPANY. 
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TRAVELING SALESMEN 


An Address Made at the December Meeting of the New England 
Iron and Hardware Association 


By WILLIAM Q. WALES 
President Brown-Wales Company 


AN their services be made of more advantage 
to the business, and can the expense of send- 
ing them out be reduced? 

I wish it were possible to give direct answers 
to both of these questions which would be helpful 
to all present, but I fear the best I can do is to 
make some suggestions for thought and raise some 
questions for careful consideration. 

As to the first question, can their services be 
made of more advantage to the business, I think 
in many cases, YES. 

I have a strong feeling that many of us do not 
give the attention to the individual traveling man 
that the conditions warrant. 

That is, we post him as to prices, give him a list 
of places to call and customers to visit, and then 
await results. 

If the man is young and inexperienced we are 
placing a good deal of responsibility upon him. It 
may be his first trip from home: he is exposed to 
many temptations, and if his early training is what 
it should be he will come out unscathed, but if 
otherwise it may go hard with him. 

The buyers on whom he calls size him up as new 
to the business, and frequently tell him his quota- 
tions are too high, and that if he expects to sell 
goods he must get lower figures, as so and so, his 
competitor has just been in, and he is ’way off 
in his prices. He reports conditions to the house, 
and is told, perhaps, to meet the competition, and 
we all know the result. 

I think you will agree with me that our worst 
competition comes through the traveling man—the 
man in particular who lacks either in experience or 
nerve, or frequently in both. 

Now, what can we do to at least mitigate this 
evil? 

It is doubtful whether we can follow any rule. 
We must take the time to educate and encourage 
the man, and show him what he should do to meet 
these cases. 

We cannot really blame the buyer. He wants 
to buy, and must buy as low as possible, and he 
says to himself that it is not his fault if the sales- 
man gets a wrong impression. 

The real trouble with the salesman under these 
circumstances is that he does not stop to think, 
does not say to himself, “Is this man telling me the 
whole truth, or is he telling only a part so as to 
give me a wrong idea as to what my competitor is 
doing?” 

I think what is most lacking in young men to-day 
is the ability or disposition to think, to use their 
brains—it is so natural and so much easier for 
someone else to do the thinking for them. 

That is one advantage of a college education: 
that although the student does not always take up 
courses helpful to him directly, yet he is taught 
to use his brains and think for himself. Many of 
us should learn to listen to our salesmen’s reports 
of cut prices with a question as to their accuracy, 
asking him, “Did you see the quotation on the 
man’s letterhead, what was the date, was the 
paper signed?” and then question ourselves as to 
the probability of the statement, and if best, call 
up our competitor and ask him as to the facts, so 
that if the conditions warrant, the salesman may 
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be shown wherein he has failed to secure the whole 
story. 

This all goes back to the necessity of training 
the salesmen and getting them to think for them- 
selves. A poor salesman will cause much damage 
to profits, not only to his employer, but to all his 
competitors. 

I remember being told by a salesman who stood 
high in his profession—for salesmanship is a pro- 
fession—that after he had finished his call and left 
the customer’s office, if he had been unsuccessful 
he made it a rule to go over his conversation and 
think out why he had failed to make a sale, what 
he had said that was unwise, and what he had not 
said that might have made a sale. 

None of us is perfect, and we all need self-exam- 
ination to find out wherein we can improve. It is 
very important that a salesman should be well 
posted on all the goods he undertakes to sell. He 
should know them thoroughly, be able to explain 
all their talking points, to interest the buyer in 
them, and keep his attention. 

He must be careful not to talk a customer into 
a sale, and then talk him out of it. He should 
know when to stop, when he has said enough, how 
to meet the claim of lower prices from others, show 
where his goods are superior and more desirable 
to handle or install. 

We expect loyalty from our men, and we must be 
loyal to them, encourage them all we can by word 
and letter, show them with tact their weak points, 
encourage them to seek our advice and help, and 
get them enthused and thoroughly interested in 
their work. A-successful salesman must have en- 
thusiasm, must be optimistic and hopeful, look on 
the bright side of things, and inspire his customer 
to look forward, not backward. He cannot well 
succeed unless he puts on a good front, has cour- 
age and resourcefulness, and is quick-witted. We 
figure our profits on each sale and our salesmen 
can post themselves on their profits when in the 
office, as we keep a separate file for each man 
showing the total sale and cost: this is on the car- 
bon copy of the original charge from which the 
goods are laid out and shipped. 

We want our men as far as possible to know what 
they are doing, and at times we have sent them 
monthly records to encourage them to greater effort 
and better profits. A traveling man can help very 
materially in the collection of accounts as well as 
watching credits, noting signs of prosperity, as 
well as adversity in his customers. 

There is a difference of opinion, I find, among 
houses as to how much should be expected of a 
salesman in these matters. Some houses claim he 
should not be asked to do much, while others re- 
quire him to collect, as well as post the house on 
credits. 

I think he should be helpful in both_collections 
and credits, although he should not te called upon, 
perhaps, oftener than nécessary. By keeping 
posted as to the standing of a customer he can be 
of great assistance to the credit man, and when the 
latter is unable to collect, the salesman, by helping 
to make settlement, can frequently secure more 


business. 
It is of the greatest importance that the credit 
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man and the salesman should work together har- 
moniously, each one posting the other as to condi- 
tion of accounts, and working for the best interests 
of the business, not letting personal differences 
interfere, but each one respecting the honest opin- 
ion of the other. 

Each man can learn much from the other and 
remember that they both have much to do with the 
success of the business. 

I think it well for a salesman, before soliciting 
a new account, to have for himself some idea as to 
the desirability of that account either by direct 
inquiries or with the assistance of the credit de- 
partment, in order to save time.and the mortifica- 
tion of having the sale turned down. 

Now as to the second question. Can the ex- 
pense of sending them out be reduced? I speak 
from our own experience. Some of our men, where 
we have had sufficient trial with them, are paid on 
the percentage of profit-sharing plan, according to 
their profits, not the volume of sales. We guar- 
antee them a certain amount weekly based on a fair 
salary and reasonable expenses, and then give a 
certain per cent. of their gross profits of which the 
weekly guarantee shall be a part, deducting their 
share of profits on failed accounts. 

At the end of the year we show them what they 
have done, giving totals only. We give them credit 
for all sales from their customers on whom they 
call at least once in sixty days, but we insist that 
in order to retain a customer on their list they must 
visit him at least once in sixty days; this is in- 
tended to cover the only weak point in this system, 
which is that a salesman might be tempted to cur- 
tail his calls to save expenses. 

It inspires the salesman to sell the more profit- 
able goods, to look after his credits, to work harder, 
and to make him more interested in having his 
efforts successful for himself as well as the house. 
If a salesman does not call on his customer at least 
once in sixty days we reserve the right to remove 
that man’s name from his list. 

Some houses who follow this system only give 
the salesman credit for such orders as he sends in, 
or that the customer sends in with his name on the 
order, taking the ground that the house would 
secure some business without the aid of the trav- 
eler, but we think it fairer to follow the course 
outlined. 

If a salesman realizes it is profits, not volume, 
that count, he will be less susceptible to the blan- 
dishments of the wily buyer. From the salesman 
who works on a salary and expense basis we re- 
quire a weekly itemized expense account which we 
watch carefully to educate him to be economical 
and to realize it is much easier to save a dollar 
than to earn one, and that a dollar saved is as good 
as a dollar earned. 

I am getting to feel that the traveling salesman, 
from an economical standpoint in the distribution 
of merchandise, is a factor which will have to be 
dealt with sooner or later. 

He owed his beginning to the tirae when con- 
veniences such as we have at present did not exist, 
before the telegraph, telephone, typewriter and ex- 
press; before the development we hzve to-day of the 
railroad, before the two-cent postage, before the 
trolley car, the automobile, and other labor-saving 
appliances. . 

Those were the good old days when it was con- 
sidered dishonorable to take away a customer from 
a competitor; each merchant had his own trade that 
in a sense belonged to him. 

I remember a story that an old-time Boston mer- 
chant used to tell of his own experience when a 
boy or young salesman in a wholesale hardware 


49 


store on State street, opposite Merchants’ Row. 

As was the custom, when he had a few minutes’ 
leisure, he was standing in the front doorway 
watching the passers when a retailer from out of 
town who was walking down the street stopped to 
chat with him a few minutes, but not about prices 
or business. After he had left the young salesman 
returned to the store and his employer called to 
him, saying: “Was not that Mr. Smith from such 
a place?” naming the town. “Yes,” was the reply. 
“Well,” said the employer, “I hope you did not 
solicit his trade, because you know he is Mr. May’s 
customer, and it would not be honorable to take 
away his customers.” Imagine such a condition 
now, with all of us hot after business, some sales- 
men going so far, I regret to say, as to quote a 
buyer low prices after he knows the order has been 
placed to make him dissatisfied, but I think this 
is very seldom done, certainly not by a real good 
salesman—one who has in mind the “Golden Rule.” 

To-day he is used to get business from our com- 
petitor, not to make business to any extent, except 
to the hotel keeper and railroad, when he does not 
use the automobile. 

Merchants are in the position of a man who has 
hold of a vicious dog which he does not dare re- 
lease. None of us can apparently afford to drop 
our travelers so long as our competitor continues 
to send them out. 

He is useful in tle introduction of specialties, 
but for the sale of standard goods such as many of 
us handle, would we not sell just as many and at 
better profits, with less expense, if his services 
were curtailed? 

We have men on the road whom we think much 
of, who have worked hard for our interest, and we 
should hesitate long before depriving them of their 
positions, but when we k«ar so much about the high 
cost of living, which really is largely caused by the 
high and increasing cost of distribution, we begin 
to look around to see how it can be reduced. Manu- 
facturers have yreatly reduced the cost of manu- 
facturing in all lines of merchandise, while the 
cost of distribution, wholesale and retail, has been 
going up and still is rising. I am not prepared 
to say to-day that the catalog house method is the 
coming one, but we all realize that the two prin- 
cipal houses in Chicago and the large wholesale 
house of Butler Brothers, although in different 
lines from those we handle, yet have made wonder- 
ful strides forward in merchandising, apparently 
more economically than houses who follow the old- 
established methods. 

The secretary of a master builders’ association 
has said: “The conditions under which business is 
conducted in these days are decidedly different from 
those prevailing fifty years ago.” 

The telephone and the automobile have not only 
hastened communication and transportation, but 
they have made personal contact for the transac- 
tion of business much less necessary than hitherto. 

Methods of obtaining information have been 
greatly enlarged through trade journals, special 
information bureaus, press clippings, improved 
systems of cataloging, etc., and all these agencies 
together operate to simplify and concentrate the 


activities naturally incident to the conduct of 


affairs. 

I presume some of you have read the prize arti- 
cles written for the National Hardware Association 
on the subject entitled “The Economic Value of the 
Wholesaler of Hardware, and Reasons Why He is 
Essential.” 

They are very interesting and instructive, es- 
pecially as coming from traveling salesmen, and 
are well worth reading. 





Bee 


Sh PINS SE hg AP GEO 2 pang Roast . = noasims 
te enn nro ter ewwsnn ee aoe macy OSE OR I Pr wi Fp it BO iM me btty ten oe Em a Ten a ee st aca Wiehe iret este — . aes - : - 
wore se tier arenas ta ten sdnvtuatebumtianiendndimen anemone nny eee = ae 5 Sek hg a ee oe, Mie 2 SSG Tea? ep hike tat r Fenn dee aR ed - moe tee dy = w Sam SR Aine : : = - - . 
eaten FO PE IB MELINA Be. DPE ead “= a eee = Bap hae “i Ce Selle 5a nace . - > Se ee a ee omayt renee . - 
. ahem POMPE EF LORE EL IST OG MA = — ee food Ls ve: we LL 4 te i A = eee 
, oo ws LS OCR ee AION IE See So ee Rn Cie ee ee Sera -— ~ — > ee —— 


REN i ig My 
Semen sirssiensierecmvradibek aan 





























50 


They show very clearly the position the whole- 
saler occupies in the distribution of merchandise, 
and how impossible, or at least how difficult, it 
would be to get along without him in most lines of 
merchandising; how useful he is in carrying a 
large variety of goods; making prompt delivery, and 
to quite an extent acting as banker for the retailer 
and consumer. 

One of the essayists says he wonders at the 
patience of the retailer with such numbers of. sales- 
men calling, and speaks of customers remarking: 
“I’ve done nothing but wait on you fellows all day.” 

He suggests the desirability of a buyer with 
small capital confining his purchases to two or three 
wholesalers, and one suggestion I thought interest- 
ing was that jobbers and retailers should get to- 
gether and restrict too frequent calls. 

When I first started to work, calls were made on 
customers once a month, then it increased to once 
in three weeks, then once in two weeks, and later 
once a week, while now I think it is some cases 
still more often. If we could educate the buyer to 
send his orders more frequently by mail, giving 
the salesman credit for same just as though he had 
called, this would help reduce salesmen’s expense 
per call. 

Every call costs money in time and expense, and 
if we would reduce the cost of distribution, possi- 
bly this may be one of the ways to do so. 

A recommendation from a traveling man that the 
frequency of calls on customers should be reduced, 
seems to me, ought to carry a great deal of weight 
as coming from one in the thick of the fight. 

This is a matter somewhat difficult to compass, 
especially with the Sherman Law staring us in the 


Some Striking Lines from “Kitty McKay” 


ANDY—I were joost thinkin’—what a great comfort 

the Gude Book is—— 

Mrs. McNab—Aye. 

Sandy—In spots! 

Mrs. McNab—lIn spots? 

Sandy—Though I mus’ say—us sinners get the worst 
of it in the end! 

Mrs. McNab—Losh, mon! Didna ye joost read— 
where there was more joy in heaven over one sinner 
that repenteth than all the other ninety-an’-nine that 
were gude frae the start? 

Sandy—Aye—thot’s one o’ the spots! But listen to 
this—“He shall set the sheep on the right hand and 
the goats on the left!” How’s thot for a could douche? 

Mrs. McNab—Weel, what did ye expect? 

Sandy—Expec’? Humph! Weel, I didna expec’ to 
be the pet lammie, o’ coorse—but I must say I dinna 
fancy bein’ a smelly goat! 

Mrs. McNab—Dinna ye fear! Wi’ your j’inin’ the 
kirk, an’ signin’ the pledge, an’ beggin’ forgi’ness 0’ 
Tom, Dick an’ Harry, ye wi’ be the prize buckie o’ the 
flock! Or there wi’ be some big cheatin’ goin’ on! 

Sandy—In time, mebbe, I wi’ be the “buckie,” but I 
would be satisfied to start in—joost a plain sheep! 

Mrs. McNab—aAn’ ye wi’! Ye will! Dinna be fear- 
some! 

Sandy—I ha’ my doots. A mon canna sin my sin 
an’ expec’ the Lord to take him on His knee! 
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face and warning us not to do anything in re- 


straint of trade, but it is well to have the matter in 
mind and to consider it carefully when we study our 
expense account, as we shall be doing when we look 
over the year’s work. 

One important point should be mentioned, and 
that is, “The salesman can be an educator to his 
customers.” 

He might suggest improved methods of book- 
keeping, of doing the largest business on the small- 
est amount of stock, of keeping his stock clean and 
up-to-date, of using great care in his credits, who 
he trusts, and to what extent. 

He might instill in him the necessity of collecting 
his accounts promptly, and paying his bills with the 
same care. If he does contract work he should be 
cautioned to keep an accurate record of the cost 
of his labor and the material that goes into it, so 
that he may know what each contract nets him, 
whether a sufficient profit or a loss. This informa- 
tion should be a help in figuring on future con- 
tracts. 

The salesman from his experience, meeting so 
many men, can increase his usefulness to a certain 
extent in the line of educating, in a friendly way, 
the man who, through lack of training, is liable to 
meet with pitfalls, and if he can jnduce him to 
better his system of conducting business, the sales- 
man will thereby make himself of more value to his 
employer. 

The economical distribution of merchandise is an 
important and interesting study at all times, and 
especially now when so much has been said and 
written on the subject of the “Increased Cost of 
Living.” 


Mrs. McNab—Losh, Sandy, ye’re no more a sinner 
than the run o’ men. 

Sandy—Aye, but I am! Most men are one thing— 
either a liar, thief, or a deceiver. But I am all three! 
I lied to Lord Iglehart. I drink up his five pounds a 
month. And I deceived him aboot the death o’ his 
babe. Ah, me! I fear I am ootside the fold! 

Mrs. McNab—Weel, make yersel’ oot as wicked as ye 
like. It’s no’ my sin. 

Sandy—But it is, wumman. It is your sin. Ye’re 
in it deep—as deep as me. I took the babe from the 
orphanage after Lord Iglehart’s child had died. But 
who put me up to it? You, wumman—you! 

Mrs. McNab—Thot’s right, Adam. Blame it on Eve. 

Sandy—Weel, it’s the truth. An’ Lord Iglehart has 
a right to know that the lass he’s harborin’ in his home 
is no’ his daughter, but a meenister’s bairn, whose 
parents were lost in the Glasgow fire. An’ I’m goin’ 
to confess! Do ye hear, wumman? I’m goin’ to write 
him a letter. 

Mrs. MeNab—You write that letter an’ ye’ll go to 
prison. Do ye understand? Prison! 

Sandy—aAn)’ if I don’t write it I’ll go to anither place. 
Weel, I wi’ be able to get oot o’ prison, so I choose 
prison! 

Mrs. McNab—You will not choose prison! Ye’re no’ 
alone in this, mind. You can die an’ get oot of it, but 
what aboot me? I’m in my usual health, I’ll ha’ ye 
know, an’ no occasion to repent my sins. So stoppit 
that letter talk, an’ gi’ a body some peace.—E xchange. 
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THE HAPPIEST MAN IN THE HARD- 
WARE: BUSINESS 


Some Interesting Facts About Him and His Business 

















The happiest man in the hardware 


a paint manufacturer knows how to make, 

and trimmed in vermilion would be apt to 
attract attention anywhere. If it is a hardware 
store in a small town it could not be missed. That 
is the real reason the store of George W. Leedle, 
Marshall, Mich., was visited first by a representa- 
tive of HARDWARE AGE. We'saw the yellow front 
long before we knew it was a hardware store, and 
when close enough to recognize the signs of hard- 
ware on the sidewalk we naturally made a bee line 
for the place. 

The first man we met was the proprietor. He 
was in the cleanest office, with the cleanest desk 
we have ever had the pleasure of seeing in any 
store. George Leedle has had twenty-one years’ 
experience in the hardware business, though you 
would never guess it by looking at him. The last 
sixteen years of this time he has been a full-fledged 
proprietor and his immaculate store is one in which 
it would be a pleasure to trade. 

In fact, neatness is a Leedle hobby. He does not 
confine it to the salesroom and then dump all the 
trash in the basement and upper floors. These two 
parts of his establishment are just as neat as the 
main room, and that is saying a lot. 


, \ BUILDING painted in the brightest yellow 


Uses Manufacturers’ Show Cards 


Mr. Leedle believes in good window trims. He 
thinks that if the manufacturers can spend good 
money for show cards and other window advertis- 
ing, he can spend some time taking care of this ma- 
terial and using it.- As a result nearly every one of 
his window displays is decorated with suitable 
cards which have been carefully saved and kept 
clean for the occasion. There is a place on the 
second floor of the building which just fits the show 
cards. When received they are carefully wrapped, 
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business, and the front of his store 


labeled and placed there. Then when the window 
trimmer is ready to use them he selects those which 
suit his requirements and returns the rest to the 
rack. When the trim is taken out the cards go back 
to their proper place, ready for future use. 


Leedle’s Magic Door Opener (Unpatented) 


We wanted to get a picture of the store front 
and this called for a packing box to place our 
camera on. As we approached the front door with 
this burden on our shoulders, inwardly regretting 
that it would have to be set down and the door 
propped open, the main entrance door opened mys- 
teriously. Wonderstruck we set the box down. 
Doors have the usual habit of sticking a little 
harder when you have an arm full of bundles, and 
never had we seen one that opened as if by magic. 
The mystery was explained when we found a pulley 
guided rope extending nearly to the back of the 
store. There are two drops from this rope and 
pulling either one of them opens the door for a 
customer. One of the salesmen had seen us going 
through the store with both hands busy and had 
obligingly pulled the rope. They do it for cus- 
tomers all the time, saving either the annoyance 
of having to set bundles down or of calling some 
one to open the door. There is no patent on the 


idea. 
Why He Is Happy 


But the main idea of this story is to tell about 
the happiest man in the hardware business, and 
why he is so. One thing which contributes to the 
happiness of any one is clean surroundings. We 
have already commented on this feature. Another 
is to know just where you stand in a business way 
all the time—that banishes doubt. Mr. Leedle cer- 
tainly knows these things. By doing two or three 
things in addition to routine bookkeeping he is 
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able to keep close watch on his business, compare 
it with previous years, ascertain just how much 
money is outstanding and various other things that 
the hardware man would like to know. He was not 
vackward about showing his books either, and they 
revealed a business just big enough to keep a man 
well occupied without overwork or worry and profit- 
able enough to assure a fair income each year. 


More of George’s Joy Oil 


George W. admits that he is not progressive in 
the matter of trying to do a whole lot of business, 
and after going into the matter with him we are 
compelled to admit that he cannot be blamed. The 
crowning feature of the happiness part came when 
be turned over to us a ledger containing six years’ 
business and showed us the profit and loss page. 
During that time he has charged off $47.68 to the 
loss side, and since then has collected $17.55 of 
this amount. He says that he has not lost over 
$100 from bad debts during his whole business 
career. After we recovered we tried to find out 
the secret of this remarkable record and finally 
came to the conclusion that it was simply a case 
of persuasive persistence. Some of the accounts 
which were charged off, showed on the ledger to 
have been paid later in one dollar instalments. 


Believes in Getting Goods in Reach of Customers 


No elaborate pretensions of display are made in 
the interior of the store but a large percentage of 
the stock is sampled and articles in the housefurn- 
ishing line are placed in reach of the customers. 
A stand which is used for this purpose is reproduced 
herewith. Various articles are separated by bins 
while larger goods are placed in baskets on one 
of the shelves. A sample of the different patterns 
of linoleum is hung on this stand and fireplace 
goods are shown underneath. Every thing is priced 
in plain figures. You would not expect anything 
else in this kind of a store. ; 


Simple Rack for Displaying Axes 


On one of the counters is an excellent stand for 
displaying axes, built by one of the men in the 
store. The bottom is a six-sided figure eleven 
inches wide at the bottom and tapering slightly 
for eight inches to the top. A band of moulding 
is about the bottom of this stand which provides a 
place for axe heads, and has a capacity of one 
dozen. The top is round, twenty inches in diam- 

















To sell home furnishings—they are placed where they 
sell themselves ; 


eter. Division strips are tacked on this, meeting at 
the center and forming wedge-shaped containers, 
each of which will hold two axes. This gives a 
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capacity of two'dozen handled axes on the top of 
the stand. 


Devotes Part of Time to Other Interests 


Mr. Leedle is also interested in the manufacture 
of furnaces and devotes a part of his time each 
year to this work. His hardware store is so well 
organized and the force of men is so efficient that 
business has never suffered severely from his ab- 
sence. Perhaps this encourages him to take more 
frequent vacations than he would otherwise. At 
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A home-made axe stand in the Leedle store. It has a 


capacity of 3 dozen axes 


any rate he does take them, and without worrying 
what the business is doing while he is gone. 

George Leedle certainly lives and looks the part 
of the “I Should Worry” motto, and after going 
into the various details of his business we im- 
mediately dubbed him “The Happiest Man in the 
Hardware Business.” If any applicants can show 
reasons why they are happier we certainly want to 
hear from them. 


No Mother 


SMALL Norwegian lad presented himself before a 
Minnesota school teacher, who asked him his 
name. 
“Pete Peterson,” he replied. 
“And how old are you?” was the next question. 
“T not know how old I bane,” said the lad. 
“Well, when were you born?” persisted the teacher. 
“T not born at all; I got stepmutter.”—Ezxchange. 


THE THOS. GUINTER MANUFACTURING COMPANY, of 
Rockford, Ill., has been incorporated for the purpose 
of manufacturing washing machines with a capital 
stock of $25,000. The incorporators are -Charles S. 
Thomas, W. S. Guinter, James H. Thomas and Spurgeon 
E. Guinter. 


W. L. Payne, for a number of years southern repre- 
sentative for the Clauss Shear Company, has accepted 
a position with the Piedmont Hardware Company, Dan- 
ville, Va., and will represent this firm in Virginia and 
North Carolina. 

















HARDWARE BOOSTERS ORGANIZED 


Traveling Men in Metropolitan: District of New York Form Organ- 
ization for Mutual Good 


ware and kindred lines out of New York City 

held a luncheon Wednesday, December 23, at 
Holberts’ restaurant and organized what promises 
to be a most constructive organization. 

Seymore N. Sears of the Tucker Tool and Ma- 
chinery Company was selected chairman of the 
meeting, and he stated that the ob;yect of the pro- 
posed organization was to boost the hardware busi- 
ness of the city of New York. He said, “It is our 
object to boost the houses we represent to every 
buyer with whom we come in contact. To boost the 
character and ability of each of our members when 
we can and if we cannot boost we will not ‘knock.’ 
To boost for the good times that are sure to come 
in the near future and by boosting to help its 
coming. 

“To have. a definite body to whom those who buy 
can come with suggestions as to the best way to 
help them in handling this part of their business 
in a way that will be economical in their time and 
ours. To be a body to whom they can come with a 
report of unjust treatment or violation of confi- 
dence. 

“To get better acquainted. 

“To consider plans that will be of value to each 
traveling man. 

“To be of help to the new men who are continually 
being added to our ranks and to impress upon them 
that success comes only through hard work, absolute 
honesty to the house, their customers and them- 
selves, as the interest of each are identical. 


“To impress upon all our members that misrep- 
resentation, intemperance, news carrying from one 
dealer to his competitor is abhorrent to all business 
men and does not accomplish good. 

“To make each man of more value to his house, 
his customers and himself.” 

Another salesman, speaking on the need of such 
an organization, expressed a desire that election 
day should fall on Monday rather than Tuesday, and 
proposed co-operation with national bodies working 
for the enactment of such laws. 

Every salesman present seemed to be ready for 
a vote on a name for the new organization and 
long before the objects of organization were re- 
viewed, and by unanimous vote Hardware Boosters 
were christened. 

The following officers were then elected: Senior 
Chief Booster, Seymore N. Sears; Junior Chief 
Booster, John Buckley; Secretary, A. Eadie Alder; 
Treasurer, H. C. Bauer; Directors, E. J. Schaeer, 
W. H. Lavoc, Geo. Eddy, C. P. Blair and Roy F. 
Soule. 

A letter from Arthur H. Squier expressing his 
appreciation of the sympathy and kindness extended 
to him in his bereavement was read, and a silent 
rising vote of assent was the reply to a motion 
declaring that the late Henry S. Squier was the 
most courteous buyer in the east. No example is 


rT ware and E traveling salesmen selling hard- 


on record where he was discourteous to a traveling 
salesman. 

The Hardware Boosters believe that every buyer’s 
office should be equipped with two chairs. 

They believe that buyers would help solve the 
price problem if they would help traveling men 
eatch the next train. 


They believe they are as good business men as 
the buyers they call upon, and that they are entitled 
to the same courtesy and respect. 

They believe that sobriety is essential to good 
business and that orders influenced by intoxicants 
is business dearly bought. 

They believe that New York City is a great hard- 
ware town, and they are determined to make it 
greater. 

They believe that every hardware salesman 
traveling out of the Metropolitan district should 
have a share in their activities, and most cordially 
invite membership. The Hardware Boosters be- 
lieve in competition, but they are also strong for 
co-operation. 

The dues to the Hardware Boosters are $1 per 
year. Meetings will be held on the fifth Saturday 
of every five-Saturday month. The next meeting 
will be held at the HARDWARE AGE offices on Satur- 
day, January 30. Charter membership will be held 
open until that date, when the year’s activities will 
be thoroughly outlined. Any traveling man who 
has been on the road a year or more selling hard- 
ware or kindred lines is eligible to membership. 

A list of the salesmen who were present and the 
firms they represent were as follows: 

George C. Kaulbach, Wiley & Russell Mfg. Com- 
pany; A. S. Bailey, Germantown Tool Works; Geo. 
Walter Davis, Harrington Cutlery Company, Wm. 
Schollham Company, Lancaster Machine & Knife 
Company, Wm. H. Horn & Bros., Empire Knife 
Company, McCaffrey File Company; William L. 
Timpone, E. C. Atkins Company; Spencer Patter- 
son, E. C. Atkins Company; Seymore N. Sears, 
Tucker Tool & Machinery Company; Augustin R. 
Curtin, manufacturers’ agent; Fred C. Kurzhals, 
Peck, Stow & Wilcox Company; F. J. Sharp, Lufkin 
Rule Company; W. A. Reynolds, Lunkenheimer 
Company; J. H. Buckley, J. W. Buckley Rubber 
Company; A. Eadie Alder, Benj. S. Alder Company ; 
Harry Hanson, Millers Falls Company; Robert M. 
Parsons, Stanley Rule & Level Company; Somers 
Foster, Tucker Tool Company; Frank Wyatt, 
Lunkenheimer Company; W. H. Davidson, Reliance 
Mfg. Company; H. C. Bauer, Topping Brothers; E. 
A. Gallagher, John H. Graham & Co.; C. P. Blair, 
D. W. Gray Company; H. R. Conner, Pike Mfg. 
Company; E. J. Schaeer, Topping Brothers; Clif- 
ford Chandler, Geo. Walter Davis; O. G. Peters, J. 
W. Buckley Rubber Company; W. H. Lavoc, J. H. 
Graham Company; Samuel Smythe, Topping 
Brothers; James Dermody, Topping Brothers; J. 
J. Saal, Atlas Tack Corporation; W. J. Greene, L. 
S. Starrett Company; H. K. Parkman, Athol Ma- 
chine Company, and Roy F. Soule, editor of HARD- 
WARE AGE. 


Goulds Manufacturing Company 
Opens Atlanta Office 


HE Goulds Manufacturing Company, manufac- 
turer of triplex, centrifugal, hand and spray 
pumps, has just announced the opening of a new 
office in Atlanta, Ga. This office will be in the Third 
National Bank Building and will be in charge of O. 
B. Tanner, district manager. 
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WE WISH you and all your 
kin a Very Merry Christmas, 
and hope that the year 1915, 
and each succeeding year, 
shall prove to be the Happiest and Most 
Prosperous you have ever lived. 





In sending you these Compliments of 
the Season, we are sure that you share 
with us a full appreciation of thefact that 
we are citizens of this dear old U.S. A. 
at peace with God and the whole world; 
at the same time sympathizing with 
those of less fortunate nations. We join 
with you in a hope and prayer that our 
peace may continue, and that early 1915 
shall see a complete restoration of peace 
on carth, everywhere, good will to men. 


We thank you for any part you have 
had in our business, either through pur- 
chases of us or sales to us; for any kind- 
ly deeds you have wrought or generous 
thoughts you have cherished during the 
past year. May your happiness at this 
season be measured only by the degrec 
in which you have made others happy. 


ALBERT LEA MACHINERY CO. 
ALBERT LEA, MINN. U. S. A. 
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S A SHOWER is made up 

of single drops of water, and 

a meadow of single blades of 

. grass, so life is made up of little — 
“mn. things which fill the passing mo- 

7 ments. The life that counts is the 

one that seeks to fill its passing. 
moments with things worth while. 





is worth while to encourage 
« fainting heart. It is worth 
while to woo a smile to a tear- 
stained cheek.. It is worth while 
to turn wandering feet into the 
better path. May you and I be 
neither dreamers nor drudges in 

ke. the year just before us, but doers 
Am of deeds worth while. 














Attractive booklet, printed in the Christmas colors, sent out by the Albert Lea Machinery Company, Albert 
Lea, Minn. 


Obituary 


FREDERICK E. SUDHOLT, president of the Landay 
Stove & Range Company, St. Louis, Mo., died at his 
home, 3518 Sullivan avenue. Mr. Sudholt was 46 years 
old. He was also president of the Sudholt Lounge 
Company for more than 20 years, but a few months 
ago disposed of his interest in that company, and de- 
voted his entire attention to the foundry business es- 
tablished by him. He suffered a nervous breakdown, 
later developing into pneumonia. He is survived by 
three children. 


E.-B. Hunt, secretary of Hunt, Helm, Ferris & Co., 
Harvard, IIl., died recently in the Presbyterian Hospital, 
Chicago, Ill., where he had been confined by illness for 
several months. Mr. Hunt’s connection with the above 
company dates back to the time when he left college to 
enter on a business career. He was the son of C. E. 
Hunt, president of the company. 


CHARLES L. PEcK, SR., a resident of Port Jervis, N. Y., 
died at the Port Jervis Hospital recently. Mr. Peck 
was in his seventieth year. In 1875 he started in busi- 
ness with Theodore Ludlow under the name of Ludlow 
& Peck, which partnership continued until about 15 
years ago. He is survived by a widow and five children. 


JOHN L. QUINLAM, treasurer of the McNab & Harlin 
Mfg. Company, 55 John street, New York, died at his 
home in New York City. He is survived by a son and 
three daughters. 


WALTER D. SABIN, for the past 40 years actively en- 
gaged in the hardware business in Lansing, Mich., died 
at his residence in that city, in his seventy-fourth year. 


LEwis A. LATHAM, senior member of the L. A. 
Latham Hardware Company, Pontiac, Miss., died at 
his home recently. 

C. D. ALLEN, senior member of Allen & Son, Grand 
Valley, Pa., died of heart failure at his home in that 
city. 

W. A. SMYTH, aged 60 years, died at his home in 
Macon, Ga., of paralysis. Mr. Smyth was formerly a 
member of the implement firm of Smyth & Hughes. 

FOLLOWING AN ILLNESS of acute nephritis, Samuel 
Higginbotham, a hardware merchant, aged 44, died at 
his home in Newcastle, Ind. 





HARDWARE AGE wishes to correct an error which ap- 
peared in the description of Berger’s “20th Century” 
pumps, published in the issue of December 24. The de- 
scriptive material submitted by the Berger Mfg. Com- 
pany, Canton, Ohio, stated that the pumps were made 
from 29 gauge material, instead of 20 gauge galvanized 
open hearth steel. 


THE BRANCH DISTRIBUTING STATION of the Bateman 
Mfg. Company, Grenloch, N. J., manufacturer of gar- 
den and farm implements, will be discontinued after 
January 1. The stock will be shipped to Wallingford, 
Conn., where a new branch will be established with 
E. H. Sheldon as assistant sales manager. The com- 
pany has in contemplation the opening of a similar 
branch in Boston to take care of New England trade. 


HERMAN BEHR & Co., manufacturers of sand and 
emery paper and cloth, who have had their New York 
office and warehouse for very many years at 75 Beek- 
man street, have taken new quarters in the new Adams 
Express Building, at 59-61 Broadway. 
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Prepared by Hardware Age Window Trimming Specialists 


should know something about festooning. 
Festooning is one of the primary points of 
window dressing, and the hardware display man 
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Combination of pen and brush lettering together with 
an illustration taken from a HARDWARE AGE advertise- 
ment of the L. S. Starrett Company, Athol, Mass. 








should master at least three effective festoon drapes. 
This is an item in decorating that one will find of 
great value and practical service, not only in win- 
dow use but in interior, exterior and hall decoration. 
Draping is as old as the history of decorating itself. 
While the style and ways of using it may change 
to some degree, it will always be used for decorative 
purposes. 

The hardware display man will often find that 
a neat festoon will greatly add to the appearance 
of a display scheme by filling in barelooking or un- 
sightly spaces as well as giving an artistic finish 
to the whole. The subject of festooning is a very 
broad one and many of the effects created by ex- 
perts in this line require a thorough knowledge of 
cutting and much study and patience in placing the 
drape. 

But in this series of articles we have endeavored 
to explain and illustrate three of the very simplest 
forms of festooning, in fact graceful and effective 
drapes, that can be readily executed by a novice, 
and drapes that will prove of practical service in 
arranging many different lines of small hardware 
sporting goods, housefurnishings, etc. Our illus- 
tration shows one of the series of three suggestions 
which we will give for your service. These illus- 
trstcu. drapes will be what might be called the 
a b c’s of festooning. After you have thoroughly 
and completely mastered these, more difficult 
drapes may more readily be acquired should you 
care to go further into this style of decorating. 


Drape No. 1 
In practising each of the drapes we offer it will 
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be well to select soft sheer materials, in other words, 
materials that will fall into gracefulfolds without 
much cutting. Cheese cloth is the least expensive, 
and silkaline is a favorite. Jap and China silks an- 
swer admirably, but they cost a little more money, 
and should be used only when a high class showing 
of silverware or other expensive material is dis- 
played. , 

Having secured your material you must now di- 
vide the place to be festooned into equal parts. As 
an illustration we will say four feet between 
rosettes (the rosette is the finished upper part of 
the drape) with these proportions the illustrated 
drape would cover about sixteen feet. Now pick 
up your material and start at the right hand side 
and plait your goods into three right plaits, then 
make an allowance for a box plait and plait into 
three left plaits. 

By exercising a little care the effect will be sim- 
ilar to the folds illustrated. Now securely fasten 
the end of the goods with pins. Pass along now to 
the second location and allow enough cloth to make 
a good sweeping festoon. 

This material must drop a great deal lower than 
shown in our illustration, as the drawing shows the 
completed festoon with the cloth taken up in form- 
ing the rosette. At this second location you go 
through the same operation as described at the be- 
ginning, using care in securing good even folds. 
Then pass along to the next space, but be sure to 
have the extreme lower edge of this festoon the 
exact hight of the one preceding, and so on. This 
is very important in order to secure an even, grace- 
ful effect. 
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All of the lettering on this card was made with the 

Soennecken pen. The illustration is taken from a HARD- 

WARE AGE advertisement of The George H. Bowman 
Company, Cleveland, Ohio 




















The best way to insure this evenness is to meas- 
ure the top selvage edge of the cloth from one point 
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to the other, carrying the same measurement 
throughout. 
The Finishing Steps 

Having completed this part of the drape at each 
marked location we will now return to number one 
and tie a string about six or eight inches from the 
pin placed at the upper portion of the drape as illus- 
trated on the left hand side of the drawing. Now 
lift up this drape where it is tied and fasten with a 
pin, after which the rosette is formed by catching 
the selvage edges and fluffing out the puff which, if 
properly executed, should then appear as shown on 
the right-hand side of the drawing. 

This is a very attractive and effective drape and 
when well executed will often help out and highten 
the effect of the display. 

Another commendable point is that the material 
is not cut or ruined in the operation and, after use, 
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December 31, 1914 


can many times be pressed and used over and over 
again. 
The Illustrated Cards 

The show card advertising the tool chest shown 
is a good suggestion for featuring a display of this 
merchandise. The lettering is made throughout 
with the flat stroke, the brush being used for the 
word “Tools” and the Soennecken pen for the re- 
mainder of the card. The embellishment in the 
lower right-hand corner is cut from the advertising 
pages of HARDWARE AGE. 

Our second card shows the use of an initial stock 
panel at the beginning of the word “Cut.” This 


lettering is made throughout with the Soennecken 
pen on a quarter sheet card. Both of these cards 
were made on quarter sheets 11 by 14. These cards 
are made more effective by a light ruled border 
around the edges. 
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This drawing illustrates the different steps in making a drape 





Rent Jack Screws and Circular 


Saws 


] BNISON BROTHERS, Westport Ave., Kansas 
City, Kansas, like many other hardware mer- 
chants, carry a small stock of jack screws. This 
firm does a nice business with contractors in its 
section of the city, but the sale of jack screws was 
quite small. Most of the customers only wanted 
them for a day or so and assured the hardware men 
that they would never be used after that. The pur- 
chase was therefore useless, but “Would Kenison 
Brothers loan a couple of jacks for a few days?” 
These loans were made regularly. Sometimes the 
borrowers forgot to return the jacks. Apparently 
carrying jack screws was unprofitable, yet the 
trade expected you to have them. What was to be 
done? In the rear of Kenison Brothers’ store to- 
day is a large sign which can easily be read from 
the front door. It states that Jack Screws are rent- 
ed for twenty-five cents a day. Since that sign has 
been tacked up the borrowing has stopped. Con- 
tractors or farmers who want to use a jack screw 
for a short time rent it from the firm. There has 
been no loss from failure to return these tools. The 
concern considers the plan an excellent one. 


The Farmer Returned It the Following Day 


The effect which a plan of this kind has in in- 
fluencing the immediate return of borrowed equip- 
ment is illustrated by an instance related by Frank 
K. Tyler, a hardware merchant of Fredericksburg, 
Va. 

This firm enjoys an excellent business in mill sup- 
plies. Frequently some customer wants a circular 
saw sharpened and does not own one which can re- 
place it while the sharpening is being done. For 
that reason Mr. Tyler carries a number of saws 
in stock which he rents, following the same plan 
that has been mentioned previously. 

Sometime ago a farmer customer told Mr. Tyler 


that he was through with the saw which he had 
taken out and would return it in a few days. Mr. 
Tyler replied, “Oh, keep it as long as you want to. 
You know you are paying rent for every day it is 
out of my store.” 

“Do you mean,” inquired the customer, “that I 
have to pay rent whether I am using it or not?” 

“Certainly,” was the reply. 

“Well, if that is the case,” said the customer, “I 
will return it to-morrow.” And he did. 


Commercial Attache Sails 


INCOLN HUTCHINSON, commercial attache 

for Brazil, sailed December 19. Mr. Hutchin- 

son until recently was associate professor of com- 

merce in the University of California, has had ex- 

perience in banking, and has made special studies 

of trade conditions in Latin America for the De- 
partment of Commerce. 

The function of the commercial attache is to sup- 
plement the work of the Department of State and 
to co-operate with all present channels of informa- 
tion and to increase and stimulate the development 
of American foreign trade in the district which he 
represents. 


Chicago Association Elects Officers 


5 ie Chicago Retail Hardware Association held 
its annual election of officers recently. 

The nominating committee recommended that the 
officers who had served in-1914 be elected for 1915, 
namely, president, John Schuberth; vice-president, 
E. Meier; treasurer, J. Bixler; collector, John Hora, 
and secretary, G. G. Engelhart. William M. Sie- 
wert was added to the board of directors. The re- 
ports of the different officers and committees which 
were read showed an increase in membership and 
finances during the past year. 
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ILL was a knight of the grip. On this par- 
B ticular morning he felt like spelling it 
n-i-g-h-t, for he had passed some ten hours 
of darkness on a snowbound local and his spirits 
were at ebb-tide. His customer was Mr. Timothy 
Treadwell, whom the traveling men recommended as 
a tightwad with about as much red blood in his 
system as is usually allotted to an oyster. 

Mr. Treadwell had been in the hardware busi- 
ness for many years; still he had many, many 
things to learn. He had a quiet, near-sighted little 
method of looking a hole through people that aug- 
ured well for collections but was not famous as a 
sales promoter. His store was spick and span, and 
his clerks were afraid to say their souls were their 
own. 

When Bill had negotiated connections with a plate 
of beans and a couple of flapjacks at the local res- 
taurant he headed straight for Treadwell’s and 
found that gentleman standing behind his counter 
listening to a charity appeal from a local social light 
who looked as if she had been bottled in bond. 
“Now, Mr. Treadwell,” she was saying, “you know 
you really ought to give ten dollars to a cause like 
this; all the ladies are good customers of yours 
and I told them I was sure you would be glad to 
have a part in this splendid work.” She paused to 
pull. a silken garment a few creases closer around 
her knees, and Treadwell folded his hands and 
looked like a revised version of the Twenty-third 
Psalm. Then to Bill’s utter amazement he nodded 
an affirmative, but for the life of him the old cuss 
couldn’t throw a smile fwr full measure. 

Bill stood there rubbing his chin to make sure 
he wasn’t dreaming. Was this Treadwell falling 
for a touch? Did the old skinflint really have a 
spot in his anatomy that wasn’t bombproof? Could 
it be that Timothy, who laid off clerks for two or 
three weeks at a time when things were a little 
dull, was loosening up? Was it possible that 
Treadwell, who had taken back old Mrs. Brown’s 
cook stove and shielded himself by saying that “‘she 
didn’t have anything to cook on it, anyway,” was 
really giving up a ten-spot at one foul, fell swoop? 

Gee whiz, this was certainly worth sitting up all 
night to get to! Bill’s meditations roamed up and 


down a long list of events that had branded his cus- 


A REASONABLE 
GROUCH 


By “THE ASSISTANT MANAGER” 
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cracked open and he opened fire on Mrs. Freddie 
De Lance, of the Lehigh Woman’s Club. 

“Yes,” he said, in a voice about as dry as the 
great Sahara, “you wummen are sure a-goin’ to 
make this town over. You’re a-educatin’ the young 
fry to automobiles and yourselves to limousines at 
such a rate that if somethin’ don’t stop yuh there'll 
be a fresh bunch of bankrupts in this town. I said 
I’d give you ten dollars and by cracky I will. The 
president of that new-fangled club a yours has 
owed me sixteen dollars since before the time our 
Secretary of State spent a busy season with his 
sixteen-to-one theory. If he could Chautauqua her 
into paying one out of sixteen I’d agree to vote for 
him now and forever more. An’ while I’m about it, 
why didn’t you send Mrs. Grady down here to 
solicit me? I see she’s spellin’ it ‘Gradie’ now, but 
I still send her monthly statements under the name 
she opened an account on here about four years 
back. I’ve got her graded as a splendid assortment 
of question marks. The only thing there’s no ques- 
tion about is her‘desire to pay up. A d fool 
society aspirin’ clerk I once had sold her a fireless 
cooker and an electric iron one day when I was out 
to lunch, and I’ve carried my lunch and eaten it 
right here in this store ever since. 

“Then there’s old Mrs. Green. She went to school 
with me, an’ to see her rustling silk skirts around 
the corner o’ this town you’d think she was born . 
with a silver spoon in her mouth and that she’d 
since had it gold-plated. She’s got a good boy and 
he’d be all right if she give him half a chance, but 
she seems to anticipate every extra figure that gets 
into his pay check. Ann Green don’t know that 
business swimmins hard enough without a dead 
weight hitched to a feller’s neck. She ain’t satis- 
fied with bein’ a drag, though. She’s sprouting 
social prongs that’s going to turn her into an anchor 
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sooner or later. If Charley keeps on tryin’ to buck 
the current with his fool mother anchored to the 
Social Uplift League he’s goin’ to get ducked proper. 
I’m going to dun her just once more for the money 
that’s due me for the chafing dish that coy young 
thing wanted and then I’m goin’ to Charley and 
tell him he needs a society wife to help his mother 
chase him out of his job at the bank.” 

Old Treadwell didn’t seem to get heated up. Bill 
watched him closely and followed him through three 
more cases, and finally heard him sum up in the 


same ice-cold, calculating voice that had branded. 


him the human refrigerator. 

“Now, Mrs. De Lance,” he continued, “T’ll give 
you an order for ten dollars on any one of that lot 
and if you’re enough of a success as a collector to 
pry loose any more of the money they haven’t got, 
I’ll split it with you fifty-fifty. You’re a pretty 


Hardware Age 


good little woman and like a lot of other folks you 
think I’m a crabbed old miser. Mebbe I am, but if 
you was my girl I’d tell you to go home and tend 
to your own knittin’ before you tackled collectin’ 
money for a woman’s club that’s made ‘up largely 
of poor pay petticoats. When you’ve lived as long 
in this town as I have you’ll know that I’ve got the 
pedigrees of that crowd just about right.” 


Mrs. De Lance tried to walk quietly to the door, 
but habit was strong and she glided out of the 
village hardware emporium with a semi-tango move- 
ment. As the door closed Bill walked up to Timo- 


-thy Treadwell and clasped his hand. Their eyes 


met and without a word there was a new under- 
standing. 


Moral—Good nuts are generally protected by hard 
shells. 




















Sample room for finish hardware in the 


Finish Hardware Well Displayed in 
Small Room 


“_ Ed. Krebs took charge of the builders’ 

hardware department for Bracy Brothers, 
Little Rock, Ark., the firm did not consider the line 
sufficiently important to warrant the use of a very 
large space for a sample room. 

Mr. Krebs has outgrown the position of a mere 
builders’ hardware salesman, but he has never out- 
grown the small sample room. In spite of the fact 
that Bracy Brothers secure most of the business in 
the Arkansas city it has never been found neces- 


THE STANDARD MrG. CoMPANY, SHELBY, OHIO, has 
just moved into a new plant, 50 x 180, largely increas- 
ing its former capacity. The company’s growth during 
the past few years has made it necessary to provide 
larger quarters and room for further expansion. The 
firm makes sash locks, drawer pulls, spring floor hinges 
and checking hinges. 


store of Bracy Brothers, Little Rock, Ark. 


sary to enlarge the space given to display of sam- 
ples. 

The accompanying illustration shows how well 
the space is utilized. Ordinary picture molding is 
placed about the room and the samples hung from 
this. A small table and two chairs are provided 
for customers. Mr. Krebs’s desk is also in the room. 

The room was built at a very low cost and should 
be an object lesson to the merchant who feels that 
he cannot have a sample room because of the ex- 
pense or the space required. 

The room is eight feet wide, ten feet long, and 
the ceiling is eight feet high. A porch ball in the 
center provides ample light for the samples, while 
a desk lamp is used for the desk. 


THE PENINSULAR STOVE COMPANY, Detroit, Mich., 
has enlarged its plant in West Fort street by the addi- 
tion of 75,000 square feet of floor space, connecting its 
present buildings with the buildings recently acquired 
from the Detroit Terminal Storage Company. The 
total amount of space covered by the company now 
is 3,375,000 square feet. 
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“THE MAN BEHIND THE COUNTER” 


Make 1915 Your Banner Year 


’ ee are about to cross the threshold o. a new 
year. The good things that are in store for 
you will be largely of your own making. 

Will they be worth while? 

Have you stopped, as this new year approached, 
to take stock of the things you have accomplished 
during the past twelve months? Have you pro- 
gressed during this period? Have you determined 
that the close of 1915 will find you still higher upon 
the ladder of business achievement? 

Have you done these things or do you expect to 


drift aimlessly along, hoping that you will receive. 


a better salary or that some one will quit so that you 
may have a higher position? 

Promotion does not usually come to those who plod 
aimlessly. You cannot become the invaluable em- 
ploye you probably wish to become by merely trust- 
ing to luck. 

The man who is content to remain merely a retail 
salesman indefinitely is a fit object for pity. He 
has no place in this business. He lacks the essen- 
tials which must be possessed if success is obtained. 
Get out of the rut! Stop following the trail of 
some one else! Become a leader! 

The hardware merchants of this country are fair- 
ly hungry for young men with initiative. Do you 
possess it? Are you the live chap who sees that a 
window display has gone stale and begins trimming 
a new one before you are told to do so, or do you 
spend most of your idle time trying to get some one 
else to do as much work as you think you do? 

It has been my opportunity recently to observe a 
young fellow who began work in the offices of one 
of the big western railroads. I once heard him re- 
mark that he had plenty of time in the morning be- 
cause he did not have to get to work until 8 o’clock. 
[ convinced him that the man who watches the clock 
never gets ahead, and I persuaded him to get to 
work fifteen minutes early each morning and to be 
the last to leave if there was work to do. 

And then he complained that his desk-mate loafed 
so much that he had to do more than his share of 
the work. I told him that it made no difference 
how little work his desk-mate did so long as he 
(my young friend) did as much as he could. 

Business dropped off. Curtailment of expenses 
became necessary. Railroad officials began to sift 
through their employes to see who could do double 
duty for a while. The men who watched the clock, 
the men who loafed on the job spent a joyless, job- 
less Christmas. The young man who has been 


mentioned, though the youngest in point of service, 
still holds his position. 

Carry the lesson which this instance teaches 
through 1915 and it will help you. Learn and re- 
member that it is no concern of yours how little 
your fellow employe does, that you must do all you 
can. 

But this is not all. A draft-horse may be a good 
worker, but is worth less than a race-horse. While 
doing the work you have to do you must be prepar- 
ing for more important work. You must fit your- 
self to fill the shoes of some bigger man, not to 
rattle around in them. 

Study of sales problems, study of the hardware 
business will help you. It is for this purpose that 
“The Man Behind the Counter” department was 
created. It belongs to the retail salesmen of this 
country and it will be just what these salesmen 
make it. Will you do your share? 

What would you give for an immense clearing 
house of sales ideas, where the best thoughts of all 
the retail salesmen in this country were sent for 
you to make a selection of those which filled your 
need? “The Man Behind the Counter” department 
may be just that if you will help. You never ob- 
tained anything for nothing in your life and you 
ne 2r will. If you want this department to be 
va table to yourself you must help make it valuable 
to .ome one else. 

I want more letters from retail salesmen. I want 
letters telling of their successful sales plans, of their 
failures, of their problems, of their desires. We 
are going to put these letters in one great melting 
pot, and the gold that comes from them is yours for 
the reading. Do not offer the excuse that you can- 
not write. If you can write even a poor letter you 
can help this department and thereby help your- 
self. Some of the very best ideas that have been 
given during the past year have come from men who 
wrote miserable hands and misspelled many words. 

I am not asking you for literary perfection. I 
want ideas, that you may in return receive the ideas 
of others. Will yc. do it? 

Is there information you wish regarding some 
hardware line? Write “The Man Behind the 
Counter” and ask for that information. You will 
get it in nearly every case. 

I want to repeat the statement that was made 
when this department was begun: I am a retail 
salesman of twelve years’ experience. I have swept 
the floors, driven the drays, shined the stoves, sold 
the goods. I know your work, your problems, your 
wishes. Therefore, we can meet on common ground. 
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But I am not offering my services alcne. At your 

ommand is the assistance of hundreds of other 
salesmen, of manufacturers, wholesalers, of the edi- 
tors of this paper. Their brains will help solve your 
problems. 

It is said that explorers in Alaska once found an 
inhabitant of that bleak country huddled over a 
miserable wood fire and almost freezing to death 
when a few feet below the surface of the ground 
was a rich vein of coal. Ignorance kept that man 
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from plenty. Ignorance may keep you from in- 
creased salary—an easier position—not that you 
are totally ignorant, but you do not know as much 
as you can know, and you cannot learn it all by 
living within yourself and your store. 

I am putting this proposition to you squarely. 
You can make 1915 your banner year if you will. 
“The Man Behind the Counter” can help you if you 
will let him—will you? 

“THE MAN BEHIND THE COUNTER.” 


REST ROOM DRAWING CARD FOR THE SMALL 
DEALER 

















This rest room shows that furniture and a rug are not sufficient to make a room attractive 


ROGRESSIVE merchants have often considered 

the advisability of allotting a certain space for 

rest rooms in their stores, and, indeed, in many 
cases they have been used to good advantage. 

Such a plan is more feasible for the small town 
merchant than for those in the cities, and, as a rule, 
such a merchant is better able to devote to such a 
room the necessary space. 

People from rural districts frequently visit a 
town and spend the entire day there. The women, 
in most cases, tire before the day is done, and no 
good resting place is provided for them. Here the 
hardware man with his rest room fills a prequire- 
ment, and in doing so creates a feeling of good will 
toward his firm that will amply repay the expense 
incurred. 

One small town merchant in connection with the 
use of his rest room has found it profitable to allow 
a certain civic improvement society of women to 
use it as a meeting place on certain days, and as a 
result he is assured that a certain group of buyers 
will be in his store on those days. 

One of the greatest criticisms which can be made 
on the rest rooms that have been seen is the fact 
that the merchant considers that just a few chairs 


and a table is enough. As a matter of fact such a 
room should be just as homelike and comfortable 
as it is possible to make it. The reproduction of 
the rest room of one hardware firm in connection 
with this article is a good example of what is 
meant. Here an ample amount of furniture is pro- 
vided, as well as a nice rug, but the first thing that 
impresses the observer is the condition of the walls. 

A few pictures, not necessarily expensive, but in 
good taste, would add a hundred per cent. to the 
feeling of comfort in this room. If possible, in 
season, a few flowers should be kept there. A center 
table should be provided and supplied with writ- 
ing materials. If the merchant has an attractive 
store he might provide, without great expense, 
postal cards showing a view of his store, and these 
would mean a considerable amount of effective ad- 
vertising for him. Another thing which should be 
found in every rest room is an ample supply of 
magazines in which the women are interested. The 
woman who visits your rest room does not wish to 
sit there idly. It makes her feel ill at ease. Place 
in her hands the current copy of her favorite maga- 
zine, and you make your room doubly comfortable 
for her. 
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EDITORIAL COMMENT 


The Year Past and the Future 


HE hardware merchants of America have 
Te weathered the terrific strain of 

Christmas week, and the strenuous busi- 
ness finish 1914 records have been completed. 


Some of the records have broken those of the 
past, and some have fallen short. The year has 
been one of ups and downs. Business condi- 
tions have been most unusual. The first half 
of the year was filled with disturbing rumors 
and active national business legislation that 
had a tendency to curb capital and curtail its 
activities rather than to encourage free invest- 
ments. Just when the nation’s legislators 
seemed to have spent themselves and business 
began to readjust itself to changed conditions, 
the European dogs of war broke leash, and the 
results are too well known to dwell upon. 


The hardware merchant who in 1914 has 
beat the records of his recent business years 
has indeed cause for congratulation. The 
dealer who held his own has done exceedingly 
well, and even those who have done a business 
that is within 20 per cent. of normal should 
not be at all discouraged. 


There is another reason why business has 
not been what we had hoped. The American 
people cannot get over the feeling that this 
terrible war was brought about by a circum- 
stance that seems to us insignificant, but it also 
brings forcibly to the minds of the Amercan 
people that it is a fearful assault on civiliza- 
tion; the civilization that we have been taught 
to believe is higher and mightier and better 
than ever before in the history of the world. 


Our position seemed impregnable, yet it has 
been shattered and the paralyzin~ effects are 
being felt in every corner of the world. 


The watch word of the year has been Eco- 
nomy; people have determined to get along 
with the clothing they now have; to buy as 
little of everything as possible with the idea in 
mind to do their little part in helping the bread- 
winner of the family to prepare for any adver- 
sity that might come. You can readily imagine 
what would happen to the clothing trade if 
every man and every boy decided to wear out 
his old clothes before he again bought new. 
This alone would mean that half the woolen 


mills and most of the clothing merchants in 
the United States would go broke inside of 
twelve months. 


Fashion in shoes has given way to shoes that 
will serve only to protect the feet. Millinery 
creations have suddenly shifted from the shop 
to the home. Paris gowns have been replaced 
by home-mades and in the made-over garments 
of the fairer sex, men see new beauties in both 
the clothes and character. The effect on the 
dry goods business is not such as brings larger 
checks to the pay envelopes this January first. 


Building activities have been brought almost 
to a standstill, and all through the hardware 
line the effect is felt. You can readily see that 
this economy which is practiced in all lines has 
its effect on all merchants. 


I think you will agree with the writer that 
these economies have been put in practice, and 
that they have affected business to a much 
greater extent than is the loss sustained in our 
export trade. We are glad to say, however, that 
the people of this country are returning to a 
more normal frame of mind. They are beginning 
to get used to the terrible news so glaringly por- 
trayed in our dailies of the terrible happenings 
in Europe. And right here we would like to 
say that if the dailies of the country would 
confine their headlines to single columns and 
give only the bare, dependable facts these ar- 
ticles would lose much of their terrifying 


aspect. 


But business might easily be worse. 


If your business has fallen off there is a 
world of satisfaction in your answers to the 
following questions: 


Would you rather have your front doors 
opening to a diminished line of customers or 
to a throng of bombs and bullets? 


Would you rather sell a few sporting rifles 
or have the government equip al! the men of 
your town with new Springfields? 


Would you rather suffer a 20 per cent. loss 
in your cutlery sales or know that your best 
cutlery salesman spent New Year’s in a cold, 
wet, mercilessly bullet-swept trench? 


Would you rather sell a little builders’ hard- 
ware or speculate on an enormous sale of locks 
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and latches, the demand for which was created 
by bombardment? 


Would you rather see your family practicing 
economies that are a little new to them or suf- 
fering the destitution that seems to be the lot 
of women and children in war? | 


These quesions might be lengthened to cover 
the breadth ana depth of the world’s sufferings. 


The object of this editorial, however, is to 
impress upon American business men the fact 
that appalling war news is to-day falling upon 
ears that are more accustomed to hearing the 
horrible. We are becoming hardened to news 
of enormous loss of life and the rupture of 
empires. We are becoming calloused to the 
news of the spending of prodigious sums of 
money for munitions of war. We are getting 
used to getting along without Europe. We 
are learning that isolation is not such a catas- 
trophe after all. We are finding out that we 
can live within ourselves, and with a clearer 
knowledge of these things the certainty that 
goods bought by our own people make up the 
great bulk of our business. We are ready to 
say Happy New Year, knowing that we have 
almost a monopoly on the greeting January 1, 
1915. 


With a stronger confidence than we pos- 
sessed six months ago we face the new year. 
It is the firm opinion of HARDWARE AGE that 
our people will buy more freely than in the 
past year; 1914 has keyed our merchants up 
to a fighting edge that starts the new year 
with better and more prompt service from the 
manufacturer, the jobber and the retailer. 
Never before in the history of the trade have 
customers been as promptly or as splendidly 
served, and with the rapidly returning con- 
fidence of Americans in America we may well 
look forward to a year in which we will profit 
most by the products of peace. 


Schemes of Export Sharpers 


NATURAL result of the widespread in- 
A terest in the extension of our foreign trade 
is the large increase in so-called exporting 
experts in this country. The majority of the 
new export agencies <stablished are doubtless 
endeavoring to do a strictly honest business and 
to give value received in all of their transac- 
tions. These should have the hearty support of 
American manufacturers. 


But there is a class of charlatans that has 
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suddenly sprung up whose operations should be 
emphatically and quickly curtailed. An ex- 
ample of the frauds practiced by these self- 
styled exporting experts is the sale of a list of 
prospective customers in South America or else- 
where, all of whom are claimed to be personally 
known to the vendor of the list. A foreign ac- 
cent, coupled with the bold assertion that the 
interviewer speaks several languages, is gene- 
rally sufficient to bring the manufacturer’s 
check book into service. 


A typical instance may be cited in the at- 
tempt of a professed export adviser to sell such 
a list for $100 to a manufacturer known to be 
desirous of extending his foreign business. 
This list, it was ascertained, was copied from a 
well-known directory of 1911, and it was only by 
accident that the manufacturer was saved this 
investment as well as considerable trouble and 
expense in sending out advertising matter to 
firms, some of which probably have gone out of 
business. 


Fortunately, the majority of the American 
exporting houses and agents are honest in their 
efforts to extend the export trade, and they 
should join hands with the manufacturers in 
exterminating the incompetent and ofttimes 
dishonest minority, whose schemes are likely to 
discourage the one who is making his first trial 
at export business. 


- Foreign languages, to most American manu- 
facturers, are a stumbling block in more ways 
than one, in their efforts to establish an export 
trade. The inexperienced who desire to exploit 
the export field too frequently intrust their in- 
terests to a mere linguist, bent on selling ques- 
tionable lists at a high price or on securing ad- 
vance money for a trip to South America to sell 
machine tools, when probably he does not know 
the difference between a planer and a shaper. 
Spanish America offers an inviting market, but 
if unnecessary losses are to be avoided, care 
should be exercised in the steps taken to secure 
knowledge of probable buyers and proper repre- 
sentation. 


The attention of manufacturers is also called 
to sharpers who are now operating in the guise 
of purchasing agents for foreign governments. 
This is a business which is often clouded with 
secrecy and therefore presents an excellent 
opportunity for fraudulent practices. A buyer 
should be able to present some credentials show- 
ing his authority, even though not disclosing his 
exact principals. It is well to be wary of the 
man who is too willing to be entertained. 




















Name Sufficient 


A PROMINENT actor who recently played Louisville 

was telling of his early experiences. The terrors 
of the road was the principal theme of his discourse. 
Before his hard-won recognition brought him financial 
recompense, he once went on a road trip with a troupe 
that played the small towns around the Great Lakes. 
In a Wisconsin town where the best hotel was a dis- 
grace to civilization, the actor in hungry despair, sought 
out a little restaurant that at least looked clean and 
inviting. 

Chicken pie was headlined on the bill of fare and the 
actor took a chance. When it was served, he pried up 
the crust and explored the interior. Then he called the 
colored waiter. 

“Look here,” he inquired with some irritation, “what 
do you call this?” 

“Chicken pie, sah.” 

“Chicken pie. Why there isn’t a bit of chicken in it 
and there never was.” | 

“That’s all right, sah,” explained the waiter. “They 
don’t have to be no chicken in chicken pie. They ain’t 
no dog in dog biscuit, is they ?”—-Exchange. 


Fatal Delay 


ITTLE Bobby’s father was a doctor, and Bobby 

liked nothing better than to take his father’s case 

in one hand, his overcoat in the other, and go down 

the street for a block or two to some imaginary patient. 

One winter’s day, when he started out, he forget to 
close the door. 

“Bobby,” called mother’s voice sweetly, “please close 
the door.” But Bobby was in a hurry and went on. 

“Robert,” came father’s sterner voice, “close that 
door.” 

Bobby returned and closed the door. ‘Some time later 
he came in quietly, put up the case and overcoat, and 
started up-stairs. 

“Bobby,” said mother, ingratiatingly, “how’s your 
patient?” 

“Dead,” was the laconic answer. “Gone dead while 
I was shutting that old door.”—Everybody’s. 


Oddities in Print 


Af enterprising exchange has collected the following 
oddities in print: 

A butcher’s sign reads as follows, “John Jacobs kills 
pigs like his father.” 

A tailor had a bill in his window to the following 
effect, “Wanted—Several thin coat makers.”- This is a 
fine chance for spare tailors. 

One advertisement was headed, “Two sisters want 
washing.” So do a good many brothers. Another ad- 
vertisement was, “Wanted—A boy to sand paper.” 

The following extract from a medical advertisement 
is perhaps correct. “Consumptives, cough while you can, 
for after you have taken one bottle of my mixture you 
can’t.”—Exrchange. 


Which One? 
CHOOLMASTER: “Now if your mother gave you 
a large apple and a small one, and told you to 
divide with your brother, which apple would you give 
him?” 
“Johnny: “D’you mean my big brother or my little 
brother?”—E-xchange. 
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Fickle Memory 


F gpscancgadele citizen of a neighboring city had been 


out until the small hours with convivial com- 
panions. It was not exactly a “dry locality” that he 
had visited, and he arrived home slightly exhilarated. 
He managed, by describing several erratic rather than 
geometrical lines, to get to his bedroom and into a 
chair. Then he called to his wife in a stage whisper: 
“I can’t get my boots off.” “What’s the matter with 
your boots?” “Nozzin,” in a faint whisper. “What’s 
the matter with your hands, then?” she cross-examined. 
“Nozzin.” “Why don’t you pull your boots off, then?” 
“Maria, I’ve forgot the combination!”—F rom the Best 
Stories in the World. Compiled by Thomas L. Masson. 
Copyrighted, 1913 by Doubleday, Page &'Co. 


A Narrow Escape 


“Now, Zeke,” the parson said, “you know you must 
live a Christian life. Have you stolen any chickens 
during the last six months?” 

“No, sah, no, sah,” said Zeke fervently. 
done stole no chickens.” 

“Nor turkeys, nor pigs?” 

“No, sah, no turkeys nor pigs.” 

“I am glad to hear it,” said the leader, “and I hope 
you will continue in this way.” 

Zeke on his way home said to his wife in a cautious 
undertone: “Golly, I’d suah been er lost niggah ef he’d 
said ‘ducks.’ ”"—Ezxchange. 


Hallud 


66 HAT are you going to name him, Car’line?” 
inquired Mrs. Carter, after having admired 

the new-born pickaninny. 

“Hallud,” returned the doting mother. 

“Hallud?” Mrs. Carter’s brow was puzzled. 
did you get that name?” 

“Don’ you ever read yo’ Bible?” 

“Of coarse I do,” Mrs. Carter laughed. 

“Well, you sho’ ain’ searched de Scripturs, Miss 
Ma’ty,” persisted Car’line, “fer ef you had, you’d er 
found’ whar hit says, Hallud be his name.”—E xchange. 


“Ah ain’t 


“Where 


Most Satisfactory 


“My dear,” said the young husband, “did you speak 
to the milkman about there being no cream on the 
milk?” 

“Yes; I told him about it this morning, and he ex- 
plained it satisfactorily. I think it quite a credit to 
him, too.” 

“What did he say?” 

“He said he always filled the jug so full that there 
was no room on top for cream.”—Exchange. 


Interested 
“Captain!” 
“Yes, madam.” 
“If you should encounter one of those floating mines, 
will you be sure to call me? I’ve always wanted to 
see one of those things.”—Eachange. 


Out of the Question 


RAWFORD—Women are very unreasonable. 
Crabshaw—tThere’s my wife, for instance. She 
asked for money for Christmas, when she knew the car 
needed overhauling.—Judge. 
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Business Generally Reported Good—Foreign Obligations Fast 
Diminishing 
By A. A. CHENAY 


WASHINGTON, December 26, 1914. 


ASHINGTON merchants and business men 

W generally are closing the year with reports 

that the business done has been fully up 
to all expectations. They are especially well pleased 
with the holiday trade, which went well beyond 
normal in practically all lines of trade. 

A review of the past three months shows little 
of the anticipated slump that was looked forward 
to as a result of the unsettled conditions brought 
about through the European war. Managers of 
the largest stores in the city state that they have 
had all the business they could well handle, and that 
the trade of the last three months will compare 
favorably with the same season of other years. 


Business Generally Reported Good 


Not alone in the Capital are the reports rosy. 
Advices received during the week by the Depart- 
ment of Commerce, and the Chamber of Commerce 
of the United States, from widely separated sec- 
tions of the country, indicate the same favorable 
state of trade. Wholesalers and retailers alike 
announce a satisfactory closing of 1914, and are 
uniformly optimistic as to the coming year. 

The Washington postoffice, as well as every other 
postoffice in the United States, is experiencing the 
busiest holiday season on record. This is due very 
largely to the parcel post business, the bulk of which 
was formerly handled by the express companies. 
The express people, however, have not suffered, as 
they report the volume of business handled by them 
has exceeded expectations. 


Foreign Trade Rapidly Growing 


With every Government report on exports and 
imports the balance of foreign trade in our favor 
bounds upward. The forecast for December, based 
on the first half of the month, justifies the an- 
nouncement that the balance in favor of the United 
States for December will pass the $125,000,000 
mark. 


65 


Gradually every producing and manufacturing 
interest of the nation is participating in the bene- 
fits-of heavy exports at top prices. The American 
farmer, manufacturer, and merchants generally, 
are beginning to feel the impetus that is coming 
from increasing foreign demands. One of the most 
encouraging features of the revival is the substan- 
tial growth in the export of cotton. For the week 
ending with December 19, cotton exports amounted 
to 300,000 bales. 


Foreign Obligations Fast Diminishing 


Only a few weeks ago it was a question of how 
we could arrange to settle the current balances 
against us in Europe. Heavy shipments of gold 
were thought to be necessary, and some substantial 
amounts were actually sent abroad. 

This subject has been dismissed from every- 
body’s mind. Our exports are solving the problem 
by canceling out the foreign balances, and soon, it 
is confidently expected, will operate to turn the tide 
in our favor. The recent decision of the Interstate 
Commerce Commission granting the railroads 
authority to advance freight rates will go far to 
lessen the likelihood that foreign holders of Ameri- 
can stocks and bonds will be tempted to demand 
their liquidation, so that this contingency, as one 
that might turn the balance, is pretty well removed. 


Can Europe Continue to Pay 


Another problem is now brought forward in those 
quarters where caution is emphasized. It is the 
problem of how the foreign nations, buying in such 
enormous quantities as they are now doing, and as 
they will undoubtedly continue to buy as leng as 
the war lasts, are going to pay. 

The fact that the payments are now forthcoming 
is considered sufficient by those who are not prone 
to worrying. Furthermore, it is argued that pay- 
ments can just as satisfactorily be made in mer- 
chandise as in gold, and Europe holds much that 
the United States wants and needs. Either way, 
it is seen, this country is to continue in the way of 
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an increasing profitable international commerce. 

While the vast bulk of American exports are now 
going to Europe, Government officials concerned 
with the trade end of the Administration are not 
M the South American field of opportu- 
nity: en rts of the Bureau of Foreign and Do- 
‘mestic Commerce are at work on a series of reports 
from special agents now in Latin America with a 
view of suggesting to American manufacturers a 
feasible way of winning the enormous trade Ger- 
many was forced to abandon in that part of the 
world. 

Without exception, the reports all agree that some 
arrangements must be made to provide financial aid 
for practically all the countries of the southern 
hemisphere, as a necessary preliminary to the per- 
manent establishment of the United States in the 
South American trade. 

While Department of Commerce officials obuitt it 
seems unlikely anything can be accomplished to- 
wards turning any large volume of the South Amer- 
ican trade to this country for several months at 
least, they are confident a way will ultimately be 
found. It is expected a plan will be presented by 
Secretary Redfield before the National Foreign 
Trade Convention which meets in St. Louis on Janu- 
ary 21 and 22. 


New Freight Rates to Be Filed at Once 


The sixty-nine eastern railroads granted a 5 per 
cent. increase in freight rates will lose no time in 
filing their new schedules, it was stated at the Inter- 
state Commerce Commission offices today. It will 
be well on to March 1, however, before the advanced 
rates are all in effect, as the work incident to com- 
piling the many new sheets will necessarily consume 
considerable time. 

Some of the increases will probably go into effect 
within two or three weeks, but the preparation of 
the new tariffs, which must be filed ten days prior 
to the time the rates can apply, will require a much 
longer period. 

Estimates of the amount of money the new rates 
will yield the carriers vary from $25,000,000 to 
$100,000,000 revenue annually. Those who see a 
“boom” in business throughout the country make 
great predictions and, in any event, it is admitted 
the decision will operate to stimulate all avenues 
of business more than any one other factor that 
might have been injected into the situation at this 
time. 







Prohibition tae Big Issue in 1916? 


Undismayed by the failure of the Hobson reso- 
lution for a prohibition constitutional amendment 
to secure the necessary two-thirds vote in Tuesday’s 
historic contest in the House, prohibitionist leaders, 
both in and out of Congress, have begun realigning 
their forces for another fight in the Sixty-fourth 
Congress. They claim a victory at this time in that 
more than a majority of the House voted for the 
prohibition resolution. 

It is understood to be the plan of the leaders to 
force every candidate for Congress who runs in 
1916 to take a stand on the question of national 
prohibition. An attempt will undoubtedly be made 
to force the issue into the party platforms at the 
next presidential conventions, although there is less 
emphasis being placed here than upon the individual 
candidates for House and Senate. Many informed 
persons at the Capitol expect the matter of national 
prohibition to be the one paramount issue eighteen 
months hence. 

Rule to Work Both Ways 


Congress has just passed a bill giving the Su- 
preme Court of the United States the right to re- 
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view cases in which state laws have been declared 
invalid. by state courts. This is to give the state 
the same right of appeal as the individual now has 
where the law is declared to be constitutional. 

Heretofore, on the tenet that no individual shall 
be deprived of his life, liberty, or property without 
due process of law, appeals have been allowed from 
state court decisions holding state laws to be con- 
stitutional. The state, however, had no right of 
such appeal where the state court declared the law 
unconstitutional. 

The American Bar Association has been urging 
the passage of such a measure for twenty years, 
and, it is expected, the President will give the bill 
his approval. 


American Hardware Needs Rep- 
resentatives in Ceylon 


COLOMBO, CEYLON. 
HARDWARE AGE. 
Gentlemen: 


Your letter of September 12 and copy of HARD- 
WARE AGE have duly come to hand and the same 
will be called to the attention of local dealers when- 
ever occasion permits. I may state that I have 
interviewed the manager of the leading hardware 
house in Colombo, H. French, manager of the 
Colombo Stores, regarding the possibility of ex- 
tending the trade of hardware lines in Ceylon. 

He informed me that such articles as _ tools, 
pumps, pistols and rifles, ice chests, locks and pipe- 
cutters could be bought to advantage from Amer- 
ican dealers. The difficulty has been, however, not 
only in getting the business started, but to secure 
the goods promptly delivered and properly packed 
so that the trade could be regularly supplied. He 
gave a specific instance of his having represented 
an American pump concern for several years, work- 
ing up a good trade for this article, but the de- 
liveries and packing were at times so unsatisfac- 
tory that he was compelled to turn to an English 
house, which. now furnishes two-thirds of the pumps 
he sells. The sale of pumps is no small item here, 
because they are used extensively on various plan- 
tations in Ceylon. The local dealers have purchased 
their nails and glass (window and plate) from Bel- 
gium, and this supply is now cut off. Nails have 
sold, c.i.f. Colombo, as low as 9d. ($2.19) per cwt., 
but higher prices will have to be paid in the future. 

Further, he called attention to the lack of repre- 
sentation of American hardware goods by traveling 
salesmen. Manchester and Sheffield houses reg- 
ularly send salesmen to Ceylon to make connections, 
but the American hardware dealer is seldom seen in 
Colombo. In fact, the records of the aforemen- 
tioned gentleman indicated that none had called on 
him for six months. Colombo, in connection with 
India and other eastern points, is a sufficiently re- 
munerative market to make it worth while for 
American hardware manufacturers to send out 
salesmen, if they wish the foreign trade. Until 
this is done, there would seem to be little oppor- 
tunity to extend locally the sales of American hard- 
ware lines. 

Very truly yours, 
_ W. A. LEONARD, 


American Consul. 


IT HAS BEEN ANNOUNCED in South America that the 
Merchant Line of steamers proposes shortly to inaugu- 
rate a regular service between New York and Chilean 
ports, via the Panama Canal. 
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HIS is a whiskey bottle. 
: Tt It stands on any bar of any saloon in 
this country. 

Every whiskey bottle has its reflection, ‘cal 

= there is not one which is a good one. 

: This reflection is that of a young man in the 
: dress of a convict. 

“T thought I could take a drink and leave it 
alone.” 

That is his reflection. 

He thought he could take a drink and “leave 
it alone.” 

But he was mistaken. 

He took another drink and then another, and 
when he wanted to “leave it alone” there was 
an invisible arm that reached out and held him. 

Held him, struggle as he would, to “leave it 
alone.”’ 

He was a slave of the little black bottle. 

It drew him away from his work, it beclouded 
his mind and it dragged him down into deprav- 
ity and crime. 

That is his Reflection—Too Late. 


HUTTE Ee eed 
TOLER REPRLETE 


HUI 


DHE 




















VENOELASOPPPIETONEPEROOSORODEEGDOCAYON ES f480950! S15 EOOPDERDERDEE YESS PRGD ONT FINCH OD EVEEGTAOPERPEGEESTBEPEIHETHEDEPYDNETEREETLEAEEEEEMEOTENYEODEPE ERY, ope7FETTREE PPPS BOAT UT GEE ET ATED PEED EPTHEDEP PEE 

















PUBLICITY FOR THE RETAILER 


A Progressive Advertiser in Reading, Pa.—Neat Christmas Booklet— 
Novel Stove Ad 


Keeping the Publicity Engine Under Full Steam 

No. 1 (2 col. x 5% in.)—Hoff & Bro., Reading, 
Pa., the firm sending us this and other ads repro- 
duced herewith, believe in keeping everlastingly be- 


| TOY 
| signed for wide-awake boys. ! 
| MAKE YOUR BOY HAPPY WITH AN OUTFIT. 


| He builds and learns 

| while at play. 

ii planes, - Auto . Trucks, 

: Engines, can all be eas- 

| ily built with the Ameri- 
SEE OUR WINDOWS ote 


HOFF & BRO, Inc. 


Bell ’Phone, 419. Cons., 33. 
READING'S PLAIN FIGURE HABDWARE STORE. 





No. 1—These toy building sets are didi a great pete 


fore the public. Not only does this company pre- 
pare an immense amount of advertising but it be- 
lieves in using as many different channels of pub- 
licity as may prove profitable. For instance, aside 
from their-.regular newspaper advertising in the 
Reading daily papers, the firm uses a Polish news- 
paper, a suburban sheet, theater programs, as well 
as special cards, folders and other forms of supple- 
mentary advertising. Hoff & Bro. have no set 
rule for the form of their ads: they use both large 
and small announcements. And they manage to 
feature about everything carried in stock every so 
often. This, as we have pointed out, is a prime 
requisite of retail publicity. This particular ad 
shows how carefully a single article is presented. 
These toy building sets are finding great favor in 


Kup Jej WISS ~ 


Niema nic przyjemniejszego dla kobiety jek 
dobre.ostre NOZYCZKI, ktére sie nie tepig. Nai- ; 
lepszy retultat. osigga si¢ -przy utywaniu ; 
Nozyczek i nozyc, Takowe nie kosztujq . wiece} 
jak najzwyklejsze. 


Wiss Nozyczki 


Popularnego rozmiaru po 50 centéw. 1 $1.00, ‘stosownie do 
wielkoSci. ..THE WISS gwarantuje absolutna. setysiakcye, lub 
wymienia na inna pare, lub zwraca Pieniad e. 


Hoff & Bros., lnc... Readings Pini Figure Hardware Stice 


esssssssstesssessssssssMparssssecscssessses sess set 
No. 2—The Hoff firm runs this ad regularly in a Polish 
paper 
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the eyes of the youth of the land and this is one 
of a few ads that we have seen which properly 
conveys the necessary information about the sets. 
These sets are good sellers all year ’round and those 
of you who carry them would do well to pattern a 
number of ads after the general make-up of this 
one. 
Take Our Word for It 


No. 2 (2 cols. x 3 in.)—This ad sounds like the 
latest report from the Russo-German battlefront. 
There’s some pretty wicked looking words in it but 
it really tells a first-rate story about Wiss cutlery. 
If you can’t digest Polish, you’ll have to take our 
word for it. The Hoff firm runs this ad regularly 
in a Polish paper published in Reading. The use 
of foreign language newspapers pays as any hard- 
ware merchant who has the opportunity may dem- 
onstrate to his own satisfaction. 


As Told in English 


No. 3 (2 cols. x 4 in.)—Here’s the same Wiss 
cutlery ad told in pure United States. Here is most 
effective use of a manufacturer’s ready-made ad. 
The fill-in has been inserted neatly and Hoff & Bro. 
have secured just as good an effect as if they paid 
for the art work on the ad themselves. This is a 
rather small ad but its display effectiveness is all 
out of proportion to its size and the newspaper 













‘ thickest woolen, Wiss 
Scissors or Shears cut. 
clean: and sharp—that’s why people 
to whom the best :is. an ‘absolute necessity, use Wise 
exclusively,; They cost no more than inferior brands, and 
the trade mark is your: guarantee; absolute satisfaction— 
or @ new pair—or your money back. 

Popular Stylee 500. to L000, according to aise. 


Hoff & Bro.,Inc. 403PemnSq. mx 


Reading’s Piain Figure Hardware Store 
GLAD TO SERVE YOU ee 
a ~— 
\ - 


No. 3—Most effective use of a manufacturer’s ready- 
made ad 
































make-up man will have a high old time if he tries 
to bury it on the page. The text matter is well 
handled and the guarantee is about as broad as any 
one could wish. 


On Making Good Coffee 


No. 4 (1 col. x 10 in.)—Another ad by the Graves 
company. This time about Coffee Week. Holding 
a coffee week sounds like good business’ to us. It 
interests people in their present way of making cof- 
fee and in the possibilities of making it in a better 
way. By offering them percolated coffee to drink, 
they are given first-hand evidence, which is always 
most convincing. The ad is well arranged but we 
think it looks a little black in spots. A little less 
heavy display type would have helped some. 
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This Week is 
Coffee Week 


CELEBRATE BY USING A 


UNIVERSAL 


COFFEE PERCOLATOR 


And you will enjoy the finest .cof- 
fee you ever made. No matter 
how well you can make coffee in 
an ordinary coffee pot, you can 
make it better in a percolator, 


For the friend who is about to § 
be married there is no better gift § 


than a Percolator or Coffee 
Machine. 

COFFEE MACHINES 
With which you can make coffee - 
right at your side on the table— 
$4.88 to $8.00 
AND ELECTRIC UP TO $9.00 





PERCOLATORS 
In many beautiful designs and sev- 
eral materials and finishes—alumi- 
num, copper and nickel— 
$1.98 to $7.00 
ELECTRIC UP TO $7.50 





Special During Coffee Week 


Coffee Machine, regularly sold for 
$6.00 $4.88 


eerereee ee eewreeeeeee 


Percolator, aluminum, 6-cup— 





Silver Plate. 


That Wears 
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[847 ROGERS BROS.@ 
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THE beauty of sterling,. the 
economy of plate, and 
wearing qualities that cannot 
be excelled make 


1847 SILVER 
The Gift Ideal and the choice of 


the woman who buys silver 
for her own use. 





THE 


Cromwell Pattern 


Anespecially notewor- 
thy desigu. The 
strength and weight 
of every piece is ° 
in the right 
place. 



















Simple and 
artistic. Elab- 
. orateness is re- 

wy ..placed by simple 
Y aud artistic design. 


For the birthday gift, for the 
friend who is to be married, let 
your remembrance be” 


1847 Rogers Bros 


It is always appreciated, is 
constantly used and the mem- 





ory of the giver will last 
ea $1.98 throughout its years of service. 
Drink Percolated Coffee this 
week and you'll always drink it. 


Graves Uardware 


C The Big Hardware Store, 
0 324 Main St. 























No. 4—Holding a coffee No. 5—The layout is an 
week sounds like good excellent piece of work 
business to us 


A Fine Layout Exactly Suited to the Purpose 


No. 5 (1 col. x 10 in.)—This ad, sent us by the 
Graves Hardware Company, Springfield, Mass., is 
eminently suited to the purpose for which it was 
planned. It has an air of dignity and quality and 
it is read with the greatest ease. The layout is an 
excellent piece of work. Note the three panels and 
the use to which each is pu*. The trademark is 
given prominence by the smaller center panel. Note 
also the position of the cut and how it stands out. 
The copy is well handled, the gift thought being in- 
troduced with dignity and delicacy, entirely fitting 
to an ad featuring silverware. ‘he firm cut is a 
dandy, one of the best we have seen in many days. 
It is plain, easily read and witha] of very neat de- 
sign and is as effective in single column as in the 
larger sizes, which, by the way, is the true test of 
a signature cut. 


Another Effective Layout 


No. 6 (2 cols. x 8 in.)—rhis display layout is 
‘worthy of a moment’s study. The ad is illustrated 
in the most effeetive manner. The top cut is pure- 
‘ly creative and shows the article in use, while the 
‘bottom cut has been made large enough tec give the 
yeader a fair idea of the general style and design 
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of the carvers. Almost any presentation is helped 
materially by the use of an illustration showing the 
article in use but often, as in this case, the creative 
illustration cannot picture the article as it should 
be shown. Then a layout of this sort solves the 
problem of showing the article in detail. The head- 
ing of this ad is well-chosen: it is apropos of the 
holidays as well as of any = 

other time. The text mat- 
ter of the ad is well calcu- 
lated to sell Universal 





“U eeie zt 


Carvers 







S Lene ee in vt  desiGnevand 
with: handles of Genuine £ sacred A Ivory end 









Mother of Pearl. Free re gt ah $130 ge ated spe on 


Lee’s Steel is furnished with 
line of UNIVERSAL Table onc Kachen oe iia 
Losk for this Trade {UNIVERSAL } Mark on each blade 
HOFF & BRO. Inc., 403 Penn Sq. 
The Plain Figure Hardware Store 
-see Our. Windows.’ Gilad to Serve You, 














No. 6—This display lay-out is worthy of a moment’s 
study 


carvers. Note that the line of handles is mentioned 
and also that emphasis is placed on the Universal 
method of fastening the handles to the blades which 
is a most important consideration in the purchase 
of a carving set. Sent by Hoff & Bro., Reading, Pa. 


Looking Yourself Over 


oe keen advice appears in an editorial in the New 
England Homestead. See if you don’t agree: 

“It’s a good thing at least once a year for every far- 
mer to stand aside and look at his place as if it belonged 
to some other fellow, and pick out the things this other 
fellow has left undone. Sticking too close to the work 
sometimes narrows a man’s vision and makes him over- 
look important things. By going past a pile of rubbish 
four or five times a day you finally come to think it 
belongs there, just as a man will sometimes plow around 
an old stump year after year as if it were established 
by Divine mandate.” 

If this is true of the farmer—and we imagine it is— 
isn’t it equally true of every other calling? Why 
shouldn’t the doctor, the lawyer, the minister, the teach- 
er, the business man, the carpenter. the grocer, the day 
laborer, the butcher, the baker, and the candlestick maker 
form the habit of checking themselves up thoroughly 
and mercilessly from time to time? At least every six 
months one should try to detach his vision from his per- 
sonality, should put himself under the microscope and 
profit by what he discovers. And what time can be 
better than the beginning of a new year ?—Collier’s. 
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Trade Conditions and Iron, Steel and Hardware Prices 





No general reduction in the wage of the 
several thousands of Steel Corporation em- 
ployes will be made on January 1, as was 
generally reported. This fact is expected 
to have the effect of causing many con- 
sumers to come into the market at once 
and place orders for the material they 
need. 


December has shown a great improve- 
ment over November in orders and con- 





MARKET SUMMARY FOR THE BUSY READER 


tracts placed for iron and steel products. 
So far the increased buying has not had 
the effect of causing any advance in prices. 


The holiday business in the hardware 
trade is over, and notwithstanding adverse 
conditions, has been satisfactory. The out- 
look for 1915 business is considered good. 

Foreign inquiry is again very strong, 
mostly for barb wire, wire nails, wire rods 
and woolen goods of all kinds. 














PITTSBURGH 








Office of HARDWARE AGE, 
Pittsburgh, Pa., December 28, 1914. 


WO very important events have occurred since our 
last report that no doubt will have much to do with 
still further improving conditions in the iron and steel 
and allied trades. One is the decision of the Interstate 
Commerce Commission to allow Eastern railroads a flat 
advance of 5 per cent. in rates, and the other is the offi- 
cial statement issued last week by Judge Gary, chair- 
man of the United States Steel Corporation, that no 
general reduction in wages of the several thousands of 
the Steel Corporation employes will be made on Janu- 
uary 1 as generally expected. This announcement of 
Judge Gary came as a great surprise, as it was fully be- 
lieved the Steel Corporation officials would instruct the 
presidents of the allied interests of the corporation to 
make heavy reductions in wages to become effective 
from January 1. As yet there has been no haste on the 
part of the railroads to place large orders for track 
equipment, which they so badly need, as a result of the 
advance in freights, but reports are that very early in 
January leading railroads will place heavy orders for 
track materials, such as steel rails, steel cars, spikes 
and lighter equipment. One report has it that the Penn- 
sylvania Railroad purchasing department is now mak- 
ing up requisitions for 60,000 tons of standard steel 
rails and upward of 20,000 steel cars of various kinds. 
It is also reported that the New York Central is coming 
in the market very shortly for heavy tonnages of steel 
rails and 15,000 to 20,000 steel cars of various types. 
There is no doubt but that most large consumers of 
iron and steel products were holding off placing con- 
tracts in the expectation that the Steel Corporation 
would reduce wages on January 1 and would at once 
proceed to give away the saving in manufacturing costs 
to customers. The fact that the Steel Corporation will 
not make a general reduction in wages is expected to 
have the effect of causing many of these consumers to 
come in the market at once and place orders for the 
materials they need. As yet it is too soon to know 
whether the fact that there will be no reductions in 
wages will have the effect of firming up prices, but it is 
believed it will. So far December has shown very great 
improvement over November in orders and contracts 
placed for iron and steel products, and it is believed 
that bookings of the mills in December were probably 
the heaviest in any one month in the whole of 1914. 
This comes largely from the fact that the tin plate con- 
tracts for 1915 delivery were placed in December and 
will amount to probably 2,000,000 tons up to December 
20. The actual orders entered by the United States 
Steel Corporation were more than double the same time 
in November, and the corporation closed December with 
a very large gain in orders on its books. So far the in- 
creased buying has not had the effect of causing any 
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advance in prices, and it is true that a very large 
amount of business has been booked for first quarter of 
1915 delivery at low prices. In plates, shapes and bars 
1.10c., Pittsburgh, has been the main price on which 
large contracts have been made for first quarter, and 
the 1.05c. price for prompt shipment is pretty fast dis- 
appearing. For a long time the new demand for plates 
has been very dull, none of the plate mills being able to 
operate to more than 25 to 35 per cent. of capacity. 
However, some large business in plates is in sight and 
is expected to be placed early in 1915. The Great Lakes 
Engineering Works at Detroit, Mich., has taken con- 
tracts for five steel vessels that will take 10,000 to 12,- 
000 tons of plates, and the Standard Oil Company is in 
the market for upward of 20,000 tons. Lately a large 
Eastern plate mill closed contracts for 8000 tons of 
plates, including 4000 for a tank steamer for the Stand- 
ard Oil Company. 

Foreign inquiry has again come into the rush, mostly 
for barb wire, also for wire nails, wire rods and woolen 
goods of all kinds. The Aluminum Company of Amer-. 
ica has booked an order for 500,000 canteens to be fur- 
nished to the French Government at the rate of 20,000 
per week. These canteens are being made at the New 
Kensington, Pa., and Massena, N. Y., works of the com- 
pany, and shipments will start very soon after January 
1. It is reported that inquiries are in the market for 
upward of 100,000 tons of barb wire, and the Jones & 
Laughiin Steel Company of this city has been making 
heavy shipments of barb wire and wire rods abroad for 
several months. 

The holiday business in the hardware trade is over 
and was fairly satisfactory when the adverse conditions 
that have existed for so long are considered. The vol- 
ume of business in dollars and cents this year was not 
as heavy as in 1913, consumers buying cheaper grades 
of goods, due to the fact that their cash resources were 
less than last year and economy had to be practiced. 
The year 1914 in the hardware trade has been fairly 
satisiactory, but was less in volume than in 1913. How- 
ever, the outlook for 1915 is considered good, and it is 
believed the volume of business in the new year will 
surpass that of 1914. The traveling men are now off 
the road holding sessions with officials of the large 
hardware companies to outline plans and business poli- 
cies for the new year, but will start out again very soon 
after January 1. 

It is evident that liquidation brought on by the Euro- 
pean war has been pretty thoroughly completed, and the 
money situation could hardly be better. The banks re- 
port they have plenty of funds to loan on legitimate 
projects and borrowing for some time has been heavy. 
It is always the case when borrowing is good business 
is also good. Collections are reported better than for a 
long time, and the general outlook for business of all 
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kinds in 1915 is considered bright. The Pittsburgh cor- 
respondent of HARDWARE AGE takes this occasion to 
wish all his friends a most happy and prosperous new 
year. 


WirE NaiLs.—This is the off-season in the wire nail 
trade, new demand being dull, but mills report speci- 
fications against contracts fairly active. Lately some 
foreign inquiry for wire nails has again come in the 
market, and a good deal of business is being figured on, 
which is expected to be closed in a short time. Very 
early in January a buying movement in wire naiis for 
spring trade is expected to start, and the mills are ac- 
cumulating stocks in order to meet the needs of cus- 
tomers for spring trade. The market is fairly strong 
on the basis of $1.50 per keg in carload lots to the large 
jobbing trade. 

We quote wire nails as follows: In carload lots to jobbers, 
$1.50 to $1.55, f.o.b. Pittsburgh, freight added to point of de- 
livery. Jobbers charge the usual advances over these prices 
for small lots from store. 

Cut Natits.—The new demand is fairly active, but 
mostly in small lots to meet current needs. A material 
improvement in new demand for cut nails is looked for 
very soon in the new year. Prices have settled down to 
the basis of about $1.50 to $1.55 per keg in carload lots. 


We quote nails at $1.55 per keg in carload and larger lots 
to jobbers; carloads to retailers, $1.60, f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BARB WIRE.—Orders are mostly for small lots, being 
made up of mixed carloads. Very soon in 1915 the 
spring demand is expected to start and the outlook for 
spring trade in barb wire is regarded as very good. 
Prices are reported fairly firm. 


We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 
point of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The new demand for prompt shipment 
is mostly in small lots, resulting in mixed carloads, but 
spring demand is expected to start very soon in 1915. 
The demand for fence wire for manufacturing purposes 
is fairly heavy. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.35 to $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 

IRON AND STEEL Bars.—Leading makers of steel bars 
report they have entered quite heavy contracts for de- 
livery in first quarter of 1915 at 1.10c., and for second 
quarter some contracts have been placed at 1.15c., f.o.b. 
Pittsburgh. The new demand for steel bars for prompt 
shipment is fair, but mostly in small lots to cover cur- 
rent needs. It is stated that specifications from imple- 
ment makers have been coming in more freely lately 
than for some time. The wagon builders are also start- 
ing to send in specifications, and the outlook for the 
steel] bar trade in 1915 is encouraging. The new de- 
mand for common iron bars, and also for refined iron 
bars, used for staybolts and other purposes, is only fair. 


We quote steel bars at 1.10c. for delivery through first 
quarter of 1915, but on desirable orders for prompt shipment 
1.05c. could be done. For delivery in second quarter of 1915, 
the mills are quoting 1.15c. to 1.20c, at mill. We quote com- 
mon iron bars at 1.15c. to 1.20c. f.o.b. Pittsburgh. 


TIN PLATE.—It is now estimated that from 75 to 80 
per cent. of all the tin plate to be used in 1915 is under 
contract to the mills. One leading maker reports that 
it has sold about 85 per cent. of its entire output for 
1915, and is now quoting to regular customers only. 
The large contracts of the American Can Company, the 
Continental Can Company and meat packing interests 
in Chicago have all been placed. Prices on desirable 
contracts for 1915 delivery range from $3.10 to $3.20 
per base box for 14 x 20 coke plates, but in some cases 
to the largest trade $3.05 or slightly under was done. 

We quote 100-lb. coke plates at $3.15 to $3.20 per base box, 
depending on the order. 


We quote 100-Ib. terne plates at $3. 15 per base box, f.o.b. 
Pittsburgh. 


Nuts, BoLts AND RIVETS.—Some heavy contracts for 
nuts and bolts have been placed this month by large 
consumers for delivery in first quarter and also in first 
half of 1915. Pittsburgh makers have taken a good 
deal of this business and the nut and bolt concerns will 
enter 1915 with quite heavy orders for first quarter and 
first half delivery. Relatively low prices were made on 
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these contracts, as the mills were all anxious to protect 
their trade. The new demand for structural and boiler 
rivets continues quiet, but is expected to improve very 
soon in the year. Prices on rivets are slightly lower. 


We quote structural rivets at 1.40c. and boiler rivets at 
1.50¢c. in carload lots, small lots taking an advance of about 
le. Discounts on nuts and bolts are as follows in lots of 300 
ib. wt over, delivered within a 20c. freight radius of maker’s 
works. 


Coach and Iam SOTOCWS i. hes ic iiceec sive 80 and 5% off 
Small carriage bolts, cut threads.........,.. 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
LATO GURU E Dass ok. 6 os elbows Oo Ke 5 and 5% off 
sm: aT machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts ......cccccccess 75 and 10% off 
Machine bolis, c.p.c. & t nuts, small......... 80% off 
Machine bolts, c.p.c. & t nuts, large. ...75 anu 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
PN TN ok UC niliciccanddicdacawaeem tis $7.20 off list 
C.P.C., and r. sq. nuts, blank and tapped. 6. 00 off list 
Hexagon nuts, 5% and DEO. kis nas cab % 7.20 off list 
Hexagon nuis, smaller than ™% in...... 7.80 off list 
CP. Beni | SI Bcc ch eee cwccees $5.50 off list 
C.F «: nee De Wis & oo wkd vs oc 0 eine $5.90 off list 
Semi-fin. hex. nuts, ™ in. or under. .85, a ea: off 
Semi-fin. hex. nuts, 5¢ in. and larger..... 85 & 5% off 
Rivets, 7/16 x 64%, smaller & shorter. .80, 10 & 5% off 
Rivets, tin plated, packages........ 80, 10 and 5% off 
Rivets, metallic tinned, packages... 80, 10 and 5% off 
Standard cap screws .............- 70,10 and 10% o 

Standard set-ScrewS ........-.0:: 75, 10 and 10% off 


SHEETS.—Mills report that new demand for black and 
galvanized sheets is a good deal heavier and contracts 
are being placed quite freely for delivery in the first 
quarter of 1915. The sheet mills are now operating to 
a larger rate of capacity than for some time. The gen- 
eral market on No. 28 Bessemer black sheets is now 
1.80c. and on No. 28 galvanized 2.75c. to 2.80c., f.o.b. 
maker’s mill. 


SHEETS.—Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, as tollows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 
of invoice: 


Blue Annealed Sheets 
a per Ib. 


Des ae kik o> ek ee eee caw edetabe eee 1.25 to 1.30 
Re i i is ee ee Se eae ete 1.30 to 1.35 
DO, ae Oe le oh ks i Core CR SSS ee eee 1.35 to 1.40 
et <r ee ee a ae ae Ciielenl 1.45 to 1.50 
PR; S-Series as ee Ss iereue 1.55 to 1.60 


Box Annealed Sheets, cold Rolled 
Cents per Ib. 
Dee ie GE "kd do br been ca Pee. a eee 1.50 


OR oe SS gt be sl a ei a ee © pe de eee 1.50 
Rc tea a ET at Ue eis ae cael emai ate 1.55 
See es 8 coo be Kies Riad ee HOCOUR CSO ORR 1.60 
i ee Te i on, weil OS 6 wad Ob ew wa 1.65 
Ss a ee ag gil cot eae eS ea eee 1.70 
WE Cb OO Bea sic 6c bs ER SS ed fae ok Oe 0 OES ee 1.75 
DO Bee rite Cee 26 eh eae os Shetek Veen wees 1.80 
| SENSES a ney ie PEs Cay MEP gE OTT pa Be 1.85 
Pe Me ks ine Bae eee oO ek Oe ae be Cee ent 1.90 
BO Pe ee Pr Oe oe ea eee se pe pe ee 2.00 
Galvanized Sheets of Black Sheet Gauge 
Cents per Ib. 
een ee ns es Ss dS a atk od won eae eae 1.86 to 1.85 
PN Re tO? oo aia ee Lee eT aee 1.90 to 1.95 
Se, a OR ROS i. 6 oe ot a be wie eween 1.90 to 1.95 
I Se oe ok ae oe ae a ie 2.05 to 2.10 
De Se PE kk eee whee khieis the 2.20 to 2.25 
ee Oe ee RE a ahs oit:b ce wo oo Chee ee ee 2.35 to 2.40 
See ae, Se Oc. so See de © 2 oi ie st 2.50 to 2.55 
ee rn bw S's aN ben haa te ee 2.65 to 2.70 
ee I ris es Cork oe VEER oe 2.80 to 2.85 
BS TE. oa 4nd ou ek ap Bk a Wea of & aa mae a ee 2.95 to 3.00 
DO Oe <a5o soe ik Se KNES Be Eee MER Oe 3.10 to 3.15 
CORRUGATED ROOFING SHEETS BY WEIGHT 
Canes, cents per Ib. 
Painting: 29 5 to 28 19 to 24 12tol18 
Regular, or oiling ......... v.68 "0.15 0.10 0.05 
Graphite, regular ......... ie J 0.25 0.15 0.10 
“orming : 
2, 2%, 3 and 5 in. corru- 
gated Sad wncnadewst hens 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 i ts 
% to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 
Wi MOI 5 sons oe eae 0.15 0.15 
Plain roll roofing, with or 
WEEOUe GHUGRE Ses cece. 0.15 0.15 0.15 
2/26. im. CriISbMOG . csesesss 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
PG GARE no 6 o 66a hx ck Sees 0,25 0.25 
Rock face brick and stone 
GE cob ce tec cinae se? Kes eats 0.25 0.25 
Roll and cap roofing, with 
caps and cleats......... 0.25 0.25 
Roofing valley, 12 in., and 
WE sivcédcacvsddéddowraue bint 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated)... .... 0.65 0.65 0.65 


WrovucutT Pire.—The last half of December is always 
the dull period in the pipe trade, and this year is no 
exception. The new demand is light and only for small 
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lots for prompt shipment, but a material increase in de- 
mand is looked for very early in 1915. The following 
are the jobbers’ carload discounts on the Pittsburgh 
basing card on steel pipe in effect from November 2, 
1914, and iron pipe from June 2, 1913, all full weight: 








Butt Weld 

Steel on 
Inches Black Galv. Inches Black Galv. 
%, 4% and %... 74 53 Oe Wes sins 6 4 
MER rt gah AS Sapo 78 7 vee Rib (eres yk ee 46 
a ORR cane ewes 81 WE: 2 2 dees ck seus 69 56 
ee 4 DA 72 61 

Lap Weld 
AS ahs ES Se Pade Re 78 69% Ba sea do ut de ae 45 
ae -t aecacbeage 80 71 ines ees 67 56 
Se ee dbo 8 Bales 77 6 BE ROI ae 68 58 
13 and 14....... 63% ee ree 70 61 
dobar’ wie ae 61 ° Oe Ree 61 
Ui es 6 4k 2 bak 68 55 
Reamed and Drifted 

. So: @ Betts s,s. 79 70% 1 to 1%, butt... 70 59 
i, I et 76 67 { tare 70 59 
2% to 6, lap.... 78 69 Bake ME és ceewe 54 43 
SA BR ds Ab ews 65 54 
Ts DS adn cg beh 66 56 
214 to 4, lap.... 68 59 

Butt Weld, extra strong, plain ends 
%, 4% and %... 69 PP yee eee 63 52 
SAS Pea 4 67 fcekcdkavvessa at 60 
, Be Tee 78 71 , i sr See 71 62 
ie aa tenia Be 79 72% ie Ee RS 63 

Lap Weld, extra strong, plain ends 
RE Se ie ese 75 seit MR ad ais ee oe 65 59 
i, s £ See 77 681 et ethin pis 66. 0a Kae 66 58 
i Se “eager 76 67% {ST ee 70 61 
Oe Se ae > oS cates 69 58 (. Aen 69 60 
DD BBs 6 6 0% a 0 Fe 64 53 BE aeer ae 63 53 
ef 4) See 58 47 
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Butt Weld, double extra strong, plain ends 


cmkaidiee knee 64 57 MS ect abeoaee OE 49 
a Se) Serre 67 Bout % to 1%......- 60 §2 
2t Mt as 6's ee os 2% | 2and 2%....... 62 54 
Lap Weld, double extra strong, plain ends 
Siwve we cee 8s mae 65 58% A 8h bash ioe Held 55 49 
21% tO 4...02.2-- 67 60144 , 2% to 4.......«-. 60 54 
Bae OOD. osteo 66 59 | i ee Bavece oes 59 53 
Oe Sots chee es 59 48% T OOS wvceccvoes 52 42 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. Aer. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 


(2) points lower basing (higher price) than the above dis-. 


counts on -black and three (3) points on galvanized. 


BOILER TUBES.—Discounts to jobbers, in carloads, in 


effect from: May 1,:1914, on steel, and from January 2, 
1914, on iron, are as follows: 


Lap Welded Steel ne Charcoal Iron in 
i n. 


and 2 ir tise dite Bias wks 


1 62 | +7 See tie hae hw taal 
Da as peek cape bh auwen eae 59 Ran ee BD UR, ccccncesees 49 
eae SS eee te  ¢ Saree eer 45 

“8S ee ee 20} - Dee OO Boe Be cs wwecdsece 54 
3%, and 4% in.......... fe oo & ee Rear 57 
SS SRA 65 | 3% and 4% in......cece-. 60 
3 2 SS ae rr OP t: Bom 6 Wi cack wecees 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. an 
under to destinations east of the Mississippi River ; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers, 
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Office of HARDWARE AGE, 
CHICAGO, ILL., Dec. 28, 1914. 


LE ees the week immediately preceding Christmas 

holiday purchasing developed to a volume which 
was unexpected, with the result that merchants enter 
the new year with very small stocks of holiday goods. 
This situation is much more promising than it appeared 
at the outset of holiday buying. 

Continued cold weather has also been a factor in in- 
creasing general sales, though naturally most attention 
has been devoted to Christmas goods. 

Salesmen have been off of their territories for the 
principal portion of the time covered by this report and 
naturally regular buying has been small. However, the 
men who are in closest touch with conditions in the 
field will re-enter their territories confident of better 
conditions which will insure increased totals. 

There has been no change in any of the markets and 
while minor readjustments will probably be made in 
some lines after January 1, nothing of particular in- 
terest is reported. 

Reports of general conditions are to the effect that 
the number of idle men is gradually being reduced. 
Building conditions continue to show improvement. One 


of the leading manufacturers of builders’ hardware re- 
ports orders booked for delivery after the first of the 
year in excess of the records for last year. We quote 
wire nails, f.o.b. Chicago, as follows: 


Ry, Ue °  ,  a a k 5 5 wie be hee $1.739 base 
Cems GO POCMIIIOR: 2nd cee Cer ee eevsess 1.789 base 
Less than carloads to retailers.......... 1.889 base 


STAPLES.—We quote staples, f.o.b. Chicago, bright, 
same price as nails. Staples, galvanized, an advance 
of 40c. 


BARB WIRE.—We quote barb wire, f.o.b. Chicago, as 
follows: 


Carloads to jobbers, painted............ $1.739 base 
Carloads to jobbers, galvanized.......... 2.139 base 
Carloads to retailers, painted............ 1.789 base 
Carloads to retailers, galvanized........ 2.189 base 


An additional advance of 10c. for less than carloads, 


FENCE WIRE.—We quote fence wire, f.o.b. Chicago, as 
follows: 


Carloads to jobbers, galvanized.............. $1.939 
Carloads to retailers, annealed............... 1.589 
Carloads to retailers, galvanized............. 1.989 
Carloads to jobbers, annealed................ 1.539 


An additional advance of 10c. for less than carloads, 
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Office of HARDWARE AGE, 
New York, December 28, 1914. 


XPERIENCED and responsible salesmen covering 

the leading trade centers in the Central West, now 

at home for the holidays, tell of business conditions in 

that prosperous section of the country as on a more 
satisfactory basis. 

In St. Louis, barring the cotton situation, which is 
improving, there has been quite some betterment. In 
the Missouri River distributing centers, merchants are 
feeling better as to the business outlook for the coming 
season, and the belief is that trade for the first quarter 
will be much better. Whether conditions will continue 





to improve during the second quarter is too far ahead 
in these times to forecast now, but good spring business 
seems fairly assured. 

As to Chicago and nearby territory, mention is made 
of expected greater activity in building, with the coming 
of spring, for which building permits are now being 
obtained. . 

Cleveland merchants were at work on stock taking 
and their travelers are in from the road, getting ready 
for next year. Reckoning up the year’s business, the 
opinion was expressed that it had not been so unfavora- 
ble as some merchants had earlier anticipated. 

Generaily speaking, the opinion prevails that trade 
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has been quite good in agricultural communities and 
not nearly so favorable in manufacturing territory, 
which is based on sound reasoning. Naturally, excep- 
tionally large harvests in farm products, which are be- 
ing marketed at high prices enable farmers to ade- 
quately supply their wants. Per contra, as mills and 
factories have been running at much reduced capacity, 
both as to help and time, their employes’ buying power 
has been curtailed. In Eastern Ohio the year old soft 
coal strike, not yet settled, has unfavorably affected 
business in that section. 

Collections in St. Louis territory are referred to as 
better than they have been and in the Missouri River 
territory generally they are alluded-to as very much 
better, which reflects the improved tone in financial 
circles and lower rates for loans. 

In the Central West many hardware lines are re- 
garded as in better condition than they have been, with 
the exception of builders’ hardware and tools. Some 
good orders for certain kinds of army equipment have 
been placed with manufacturers in cities in the North- 
west by the British government, which have been dis- 
tributed among several plants to expedite delivery, all 
of which helps to swell the totals and indirectly benefits 
other industries. 

In New York and eastern territory, there are constant 
increases in the volume and value of merchandise ex- 
ported, the steady stream of which is constantly rising 
and likely to do so for some time to come. This is em- 
phasized by the following figures, showing the differ- 
ences between imports and exports, covering the United 
States, but largely from the port of New York. 

On August last the excess of imports over exports 
was $19,398,776; in September this had changed to an 
excess of exports over imports to $16,984,523; October 
was still more favorable by $57,324,110, and in Novem- 
ber there was a further increase on the credit side to 
$79,299,417, all of which figures pertain to merchandise 
and are exclusive of exports and imports of gold and 
silver. This of itself is most encouraging, as it helps 
materially to offset our obligations abroad and further 
conserve our gold supply. 


WIRE NAILS.—Nothing has transpired in this market 
to change the status of trade conditions regarding nails 
since the last report. There are, however, indications 
that distributors will want more nails after inventory, 
but as one veteran merchant phrases it, one couldn’t sell 
gold dollars now for 90c., and there is nothing to 
do but sit tight and wait. 


Wire nails, out of store, are on the basis of $1.80 per keg. 


Cut NaiLts.—The demand for cut nails is practically 
on a par with the situation which has prevailed during 
the past two or three weeks, buyers specifying only for 
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what is actuzlly neede~ and to maintain working assort- 
ments. As one jobber puts it, if a buyer wants one 
keg of nails he won’t take two. 

Cut nails, out of store, are based on $1.80 per keg. 


WINDOW GLASs.—Trade in window glass is, if pos- 
sible, more slack than heretofore. Factories have been 
requested to not ship any more goods on such orders as 
are in hand until after, the New Year, so that what 
business is moving is largely in odds and ends and of 
cleaning up order. : 

There are ‘well informed men in the trade, who an- 
ticipate that when orders do begin to come later there 
may be some advances, which will be assisted by the 
growing foreign demand. There is a_ dispcsition 
among makers now not to quote prices until they can 
look over the specifications of glass wanted. 

Window glass prices are maintained at 90-10 to 90-15 per 
cent. on single thick and 90-15 to 90-20 per cent. discount on 
double thick from jobbers’ lists. 

NAVAL STORES.—The movement in naval stores is 
quiet and there is little interest manifested in either 
turpentine or rosin. Jobbers and consumers of these 
materials are marking time and waiting for the advent 
of the New Year before ordering. The price of turpen- 
tine has been steady in the primary market, but at- 
tempts have been tnade to depress prices at Savannah. 


Turpentine, in yard, is quoted at 46 to 46%c. per gal. 

Rosins are about on the same basis as has prevailed for 
some time, with common to good strained, on the basis of 280 
lb. per bbl., quoted at $3.65 and D. grade, $3.70 per bbl. 


LINSEED O1L.—The trade situation in linseed oil is 
exceptionally dull, the demand being insignificant. The 
tendency in flaxseed prices for the past week or ten 
days has been upward in the domestic market. In the 
chief foreign market, Buenos Aires, the trend in seed 
prices has been downward. According to the latest re- 
ports from Argentina, the yield of the new crop is very 
promising, and as harvesting is now more than half 
through, excellent results are practically assured. 


Linseed oil, raw, city brands, in lots 9f 5 or more bbis., is 
50c. and less than 5 bbls., 5lc. per gal. 

State and Western oil, in less than carloads is 48c., and in 
carloads, 47 to 48c. per gal., according to seller and character 
of business. 


Ropre.—This is the season of the year when rope buy- 
ing is at low ebb, even in normal times, but at present 
the .buying is even less in volume and value. After 
stock taking it is hoped that there will be more freedom 
in purchases. 

The hemp market has stiffened up a bit, showing an 
advance of from ™% to lc. per lb. over quotations three 
or four weeks ago on some grades of Manila hemp, 
which helps to firm up rope prices. ° 


First quality pure Manila rope is still based on 12c. per Ib. 
from the jobbing trade. 
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Winnipeg, Manitoba, December 28, 1914. 


-* reported previously, it has been a year of re- 

trenchment all round, and this has been accentu- 
ated by the conditions following the outbreak of the 
war. Building operations in this country have been on 
a small scale, and that, of course, has affected business 
in the heavier kinds of hardware adversely. 

The outlook for construction work in the first part 
of next year is not very bright, and the placing of 
spring orders for builders’ materials has been on a 
moderate scale so far. <A very satisfactory volume of 
orders for general spring hardware has been booked, 
however, although the situation is now dull on ac- 
count of the holidays. Prospects for next season in the 
rural parts are somewhat better than in the cities and 
larger towns. The farmers in most parts of Manitoba, 
Saskatchewan and Alberta are fairly prosperous. They 
have received good prices for a medium grain crop, and 
that, together with the retrenchment of 1914, has 
placed them on a good foundation for the coming year. 

It is a noteworthy fact that business assignments 
have been proportionately fewer among the hardware 


merchants this year than among other classes of mer- 
chants. There is an impression among business circles 
generally that retail hardware dealers on the average 
are more experienced in the handling of financial 
affairs. Frequently stores of different kinds are opened 
in newer settlements by men who have had but small 
experience in merchandising, but the new hardware 
merchant is generally one who has graduated from 
other hardware stores. This is undoubtedly an im- 
portant factor in the stability of the hardware trade 
of western Canada. Collections have been fairly good 
this fall, and there is a tone of confidence in the 
future. 

Prices in hardware have been very steady for some 
time. The most important change this week was an 
advance on window glass, which has become very 
strong on account of the situation in the European 
manufacturing centers. The advance in Winnipeg at 
wholesale amounts to 75c. to $1.25 per 100-foot box. 
Canada is getting more glass than usual from the 
United States, and prices here are changing in sym- 
pathy with the firmness there. 








an eee 


ee ee - 




















74 


Hardware Age 











A section of the Brown Hardware Company’s store, showing the Warren standard fixtures 


New Store of Brown Hardware 
Company 


4 inser Brown Hardware Company recently moved 

into its new building, just across Philips ave- 
nue from its former quarters. The building is 80 
by 100 feet; it is constructed of brick, and it is two 
stories and basement in hight. Space is provided 
for stoves and household goods. 

The general arrangement on the first floor is par- 
ticularly good, showing complete stocks of cutlery. 
tools, builders’ hardware, sporting goods, automo- 
bile accessories, enameled ware and kindred lines. 
The general office of the company is on the mezzan- 
ine floor in the rear of the store, but in such a posi- 
tion as to entirely overlook the entire floor. 

In commenting on the new store, M. J. F. Smith, 
vice-president and general manager of the company, 
said: “We had reached the place where we had to 
have more room and better equipment. Our trade 
was just doubling our business of the year before, 
and we could hardly give our customers reasonable 
service. We finally made arrangements for the new 
store, which gave a fine lot of floor room and large 
double front, giving us excellent large plate-gias:; 
display windows. 

“Our next consideration was what kind of fixtures 
we should use to properly display our stock and to 
make it convenient for us to handle our goods. 
After investigating most of the different lines and 
styles, we decided that the standard fixtures, made 
by the J. D. Warren Mfg. Company, Chicago, IIl., 
would best meet our requirements. They were made 
to suit our store. 

“We have all our goods sampled in glass cases, 
which are always lighted with electric lights when 
the store is open evenings. 

“Mr. Brown and myself have both put in many 
years as traveling salesmen on the road before en- 
tering the hardware business, which perhaps ac- 
counts to a large extent for the rapid progress we 
have made in building up a hardware business from 
nothing to a business of $100,000 a year in less than 
two years.” 





Sioux Falls was organized as a village in 1877 
and chartered as a city in 1883. It derives its 
name from the falls of the Big Sioux River, which 
at this point has a drop of over 100 feet to the half 
mile, forming a series of cascades from which ex- 
tensive water power is obtained. 

The population is about 25,000; good hotels, 
churches, schools and homes characterize the city. 


Edmond Raftery Heads Cribben & 
Sexton Company 


N January 1, Edmond Raftery assumes charge of 
the Cribben & Sexton Company, Chicago, as 
president and general manager. 

Mr. Raftery has had a broad: experience in all 
departments of the stove business and is considered 
one of the best posted men in the trade in the de- 
tails of cost efficiency. He has served on all im- 
portant committees and held many offices, including 
that of president, in the Western Stove Manufac- 
turers’ Association. 

He was associated with Rathbone, Sard & Co., in 
Albany, N. Y., for a number of years, later becom- 
ing vice-president and western manager of this 
company’s works at Aurora. 


In the Shopping District 


MALL boy (to his mother, who is buying a hat)— 
Why do hats cost more than houses? 
Mother—What makes you think they do, Bobbie? 
Small boy—wWell, that sign says, “Hats, $10 up,” 
and I saw a sign yesterday that said, “Houses, $10 
down.”—Judge. 


H. B. Eaton & COMPANY, 88 Oliver street, Boston, 
Mass., importers and distributors of iron, steel, wire, 
machinery, furnaces and hardware specialties has been 
incorporated with H. B. Eaton as president and 
treasurer. 


THE PEORIA HypDRAULIC Pump Co., Peoria, Ill., has 
been incorporated for $20,000 by O. N. Robertson, E. F. 
Crehore, Clarence W. Heyl. 


















































A PIPE DRUM AND OVEN 


By A. F. MUELLER 
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Pattern for making a pipe drum and oven 


IG. 1 is a general view of a stove pipe drum, 
H which, in addition to being an auxiliary heat- 
er to the stove to which it is attached, when 
provided with doors is a very satisfactory oven. 
They are usuelly made from No. 26 stove pipe steel, 
14 to 16 inches in diameter with a cylindrical center 
that is from 9 to 11 inches in diameter, and they 
are 18 to 20 inches long. As an oven there should 
be two doors that are both to be opened when the 
drum is used only as a heater, for the best results 
are obtained when there is a circulation of air 
through the drum, instead of the drum heating the 
air by radiation. 

Fig. 2 is a plan of the drum and Fig. 3 is a net 
half elevation drawn to develop the intersection be- 
tween the shell and the collars and the patterns. 
Draw a vertical line, and from some point on it, as 
p, and half of the diameter of the shell as radius, 
describe a semi-circle. Above this half circle and 


from another point on the same vertical line, de- 
scribe a quadrant, as P, whose radius is half the 
diameter of the collars. Space the arc into a number 
of equal spaces and from the points that separate 
the spaces draw lines, parallel with the first ver- 
tical line that was drawn, to intersect the semi- 
circle, and these intersections will be the points of 
intersection between the shell and the collar. 

At right angles to s-t draw a line and place on 
it four times the number of spaces that there are 
in P, and from the points draw indefinite perpen- 
diculars, to which, project at right angies to s-t the 
points of intersection of corresponding numbers on 
1°-4°. Connecting the intersections will produce the 
net pattern for the collar, to which allowances must 
be made on the end for grooving and on the edge 
that intersects the shell for joining to the shell, 
two methods being shown later. 

Fig. 5 is a part of the side elevation and in prac- 
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tice needs not to be drawn, as the only object is to 
obtain the widths of sections through the collar. It 
is drawn here to show the connection between the 
. several views. Draw a line parallel with s-t and 
from some point describe a half profile of the collar 
and divide the quadrants into the same number of 
equal spaces as in P, and from the points draw lines 
parallel with s-t to intersect lines of the same num- 
bers, drawn at right angles to s-t from the points 
of the intersection 1°-4°. Connecting the inter- 
sections in Fig. 5 will result in the miter line in 
the side elevation. 

In Fig. 6, parallel with 1’-l-n draw a line and 
place on it, measuring on each side from a point as 
4”, the spaces in the intersection 1°-4°, as shown by 
4”, 3", etc., and 4”, 3”, etc., and from these points 
draw perpendicular lines to intersect lines of cor- 
responding numbers drawn parallel with 1’-n. Con- 
necting these intersections will produce the net pat- 
tern for the openings in the shell, as shown by the 
shaded part. 

Fig. 7 shows that the width of the pattern for the 
shell has been projected from the plan. Calculate 
the circumference of the shell and make the net 
length of the pattern equal to that length, as a-b and 
a’-b’. Divide the length into four equal parts and 
draw lines across the pattern as e-f and g’-h’ and 
these lines will represent the top and the bottom of 
the shell. Through the middle of the pattern 
lengthways draw a line, as i-j and lay the pattern 
of the opening so that its two center lines will coin- 
cide with the lines that are at right angles to each 
other as shown by the shaded parts in Fig. 7. Mark 
around the pattern to locate the net openings and 
on the ends make allowances for a grooved seam, 
a section of which is shown in Fig. 8, and on the 
sides an allowance for a pinned or peined seam as 
shown in the section in Fig. 14, which will com- 
plete the pattern for the shell as shown in Fig. 7 
and the grooved seam will be on the side away 
from the greatest heat. 

Fig. 9 is the pattern for the end, and the inner 
part or tube can be made a complete cylinder as 
shown by the dotted line or can be made partly flat 
so that a pan of water for evaporation can be safely 
set in the drum. The net pattern is described with 
the same radius as the half circle in Fig. 3 and the 
seaming allowances added as shown by the dotted 
lines to make the seam as in Fig. 14. The part 
1-6-6 is cut on the net lines and a point g is marked 
to represent the extreme top of the end. Fig. 10 
shows the end when the door is attached with the 
hinges and latch, and no separate pattern is shown 
for the door and trimmings, as from the figure they 
can easily be laid out. The latch parts are made 
from No. 24 iron, double hemmed, and the door is 
fitted to the end or head and the trimmings riveted 
before the head is fastened to the shell and tube. 
In this end a point is marked at the top of the 
circle, as h, and then when putting the parts to- 
gether h will match h’ and g will match g’ and then 
there will not be a twist in the flat part of the tube. 

Fig. 11 is one method of joining the collars and 
the shell. After turning an edge on the collar, rivet 
on the inside a piece of iron or a short cylinder and 
trim it so that it will project about five-eighths of 
an inch and notch this projection every three- 
quarters of an inch as shown. Pass this notched 
end through the opening in the shell, as also shown 
in Fig. 3, and with a hammer dress these pieces 
against the shell. A section of another method is 
shown in Fig. 13, which is a section ai G, in which 
the collar is riveted to the shell after a flange has 
been stretched on the intersecting end of the collar. 

The pattern for the inner part or tube is not 
shown, but is laid out in the same general manner 
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as Fig. 7, the width being the same as the net width 
of the pattern for the shell. The length of the pat- 
tern when the tube is a cylinder can be calculated 
from the diameter of the tube. When the tube has 
a flat bottom the net opening is spaced into a num- 
ber of equal spaces as shown by the figures in Fig. 
9, to obtain the stretchout or the length of the pat- 
tern. The tube has a grooved seam at 1, and allow- 
ances are added to the sides of the net pattern to 
form the -linch V in Fig. 12, which is five-six- 
teenths of an inch wide. 

When the tube has been formed and grooved, the 
net line, or at the point r, is marked with the bur- 
ring machine. Pieces with one edge turned at right 
angles to form a shoulder are riveted flush with 
the burred mark. These pieces in circumference 
are as long as the net pattern and should be snugly 
drawn around the tube. When the parts are assem- 
bled the collars are attached to the shell in the man- 
ner described above. Then one end of the tube is 
fastened to the head, and the clinch V is turned on 
the beakhorn stake with the mallet. A shell is now 
slipped over this tube and pinned to the head, care 
being taken that the points g or the points h match 
corresponding letters. The second head is now 
slipped over the other ends of the tube and shell’ 
where it is pinned to the shel! and the clinch turned 
with a small hammer by striking light blows which. 
will complete the drum. 

At each end of the grooved seams in the shell and 
the tube a rivet should be placed to prevent the 
seam from slipping, as shown in Fig. 1 and Fig. 8. 
The doors can be strengthened by raising them 
slightly with a raising hammer and raising block 
and the edges wired with small wire instead of being 
hemmed. 


Service Through the 
Panama Canal 


NITED States Consul William H. Gale, at 
Colon, Panama, announces that the Panama. 
Railroad Steamship Line has inaugurated a fort- 
nightly service for the transportation of freight 
through the Panama Canal. Cargo may be for- 
warded by this line direct from New York to 
Balboa, the terminal port on the Pacific side of the: 
Isthmus, for trans-shipment there to Panama City, 
South American, Central American and Mexican 
ports. Return cargo will also be taken to Balboa 
for direct transportation through the canal to New 
York, or for trans-shipment at Cristobal, the termi- 
nal port on the Atlantic side of the Isthmus, to: 
Atlantic ports of Central America and northern 
South America. The Panama Railroad Company 
expects that sufficient business will develop from 
this extension of its service through the canal to 
justify at an early date the maintenance of a weekly 
schedule. 


Freight 


New Swedish-American Steamship 
Line 


S. CONSUL GENERAL ERNEST L. HARRIS, 
¢ at Stockholm, Sweden, cables that 7,000,000 
crowns ($1,666,000) has been raised by popular sub- 
scription in Sweden for the establishment of a 
Swedish Trans-Atlantic Line. The government is 
also pledged to assist with a small subsidy, and it is 
expected that some capital will be furnished by 
Americans. The minimum capital is to be 8,000,000° 
crowns ($1,900,000). New boats are to be built 
and service is expected in 1916. 
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~ It’s the Corrugations. 
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THAT MAKE 


Stanley’s Corrugated Hinges 


so much stronger than the old style strap and T-Hinges 





Instead of binding on the pin and breaking, soon after they become rusty, Stanley’s Corru- 
gated Hinges, because of their construction, never bind and consequently are not subjected to the 
uneven strains that even the toughest steel can not long withstand. 


STRONGER, LIGHTER IN WEIGHT, NEATER IN APPEARANCE 


it is not surprising that Stanley’s Corrugated Hinges are becoming more and more popular every 
day. The corrugations of the leaves do not add materially to the strength, but simply serve as 
an ornamental feature which gives a finished appearance to the hinges. 


a al 


In ordering, specify Stanley’s a 
No. 935 Corrugated Heavy Strap Hinge “|. 
No. 937 Corrugated Extra Heavy T-Hinge 


Sizes, 4 to 12 inches. 


Besides the plain steel, these hinges are also made in Japanned and Galvanized finishes, or 
Galvanized with Brass Pins. Packed in barrels, or one pair in a box, with screws, 


In the Strong Stanley Telescope Box 


fo net ( See Page 35. 
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Manufacturedfby 


Pas, The Stanley Works 


New E.-it2in, Conn. 
New York Chicago 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New Door Check Bracket 


The Worcester Mfg. Company, Vine 
and Foundry streets, Worcester, 
Mass., and 117 Chambers street, New 
York City, has been recently allowed 
a patent on a new door check bracket 
which is designed to make any plain 
blunt check attached to the door into 
a hold-back check. This device will 
hold a door open firmly and the door 
cannot be closed accidentally. A con- 
venient arrangement is also provided 
to release the door when desired. 

By referring to the illustration it 
will be seen that there is a small lever 
attached to the latch bolt. When this 
lever is in a vertical position the latch 
bolt is held down and will not engage 


the main arm of the check as it is 


moved around when the door is opened, 
and it thus allows the check to per- 
form its usual functions. When the 
lever is turned to stand across the 
latch bolt in a horizontal plane, this 
will release the latch bolt, and when 
the door is opened it will engage the 
main arm and prevent the arm from 
returning, and the door is now held 
open. To close the door it is only 
necessary to pull the chain and draw 
down the bolt. 

The company states that this 


bracket is of strong and solid con- 
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New door check bracket, made by the 
Worcester Mfg. Company 


struction and that there is little lia- 
bility of its getting out of order. This 
device is stated to be suitable for use 
in railway stations, schoolhouses, de- 
partment stores, hotels, etc., as there 
is nothing about it to catch in the 
clothing of a person passing through 
the door. 

The new door check bracket is made 
for any size check. 


First” Electric 


Washer 


The Capital Electric Company, 231 
Insurance Exchange Building, Chi- 
cago, Ill., is manufacturing the Cap- 
ital “Safety First” electric washer, 
one model of which is shown in the 
accompanying __ illustration. This 
washer is made in three types, each 
type being available with either a 
galvanized or a copper tub. The No. 
1 galvanized (or No. 2 copper) is 
the standard type of machine. This 


“Safety 


washer has an angle iron frame 
which is riveted and welded, a cylin- 
der of galvanized wire mesh, with 9- 
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One of the Capital “Safety First’ electric 
washers 


sheet capacity and a 2-roll reversible 
wringer. 

The Capital “Safety First” washer 
measures 39 inches from floor to top 
of tub, 24 inches from front to back 
and 24 inches in width. The prin- 
ciple of washing employed by this 
washer is to force a “Geyserlike” 
stream of soapy, hot water up 
through the fabric of the clothes con- 
tained in the cylinder. This stream 
of water is actuated by the propeller 
in the bottom of the tub which is di- 
rectly connected to the motor shaft. 
The motion of the water causes the 
cylinder to revolve, turning the 
clothes over and over, and so pre- 
senting every inch or surface to the 
force of the stream. 

The cylinder is equipped with a 
handle or bale, permitting it to be 
lifted up with ease, and by pulling 
the handle forward the cylinder is 
held above the water line so that the 
clothes are accessible for wringing 
without putting the hands into the 
hot water. The wringer or washer 
may be operated independently of 
each other or they can be operated at 
the same time. All gears and shaft- 
ing are entirely enclosed, making this 
machine safe. 

The No. 3 galvanized (or No. 4 cop- 
per) machine, with 6-sheet capacity, 
employs the same principle in wash- 
ing as the No. 1. The frame and 
top of the No. 3 machine are of wood. 
The wringer of this machine is a sep- 
arate unit in itself, as both the 
washer and the wringer have their 
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own motor. The washer may be 
bought without the wringer if so de- 
sired, and at any later date the 
wringer may be readily attached to 
the back support provided for that 
purpose. 

The No. 5 galvanized (or No. 6 
copper) washer is called the “Baby 
Washer.” Like the other types it em- 
ploys the propeller principle in wash- 
ing. It has a capacity of 3 sheets, 
and it is not equipped with a wringer. 
It is made for washing small articles, 
such as kaby clothes, etc. 

The No. 1 galvanized washer, com- 
plete with wringer, sells for $80. The 
No. 2 copper wringer and washer is 
listed at $95, the No. 3 galvanized 
wringer and washer is priced at $65, 
the No. 4 copper wringer and washer 
retails for $75, the No. 5 galvanized 
washer, without wringer, is sold for 
$25, and the No. 6 copper washer, 
without wringer,, lists at $30. 


Hart Orange Knives 


The H. C. Hart Mfg. Company, 
Unionville, Conn., is manufacturing a 
new line of hollow handle paring and 
orange knives, which are nickel 
plated. The company states that its 
object in bringing out these knives 
was to produce a knife the handle of 




















The Hart orange and paring knives 


which would not come off when in 
use, and which would retail at a low 
price. 

The hook in the back of the blade of 
the orange knife is for peeling the 
orange without cutting the pulp. 


New “Red Devil” Connector 


The Smith & Hemenway Company, 
150-152 Chambers street, New York 
City, is placing on the market the new 
“Red Devil” connector, which the 
company states will hold the wire as 
firmly as a vise, leaving the right 
hand free to make the twists. The 
new tool is made to handle two round 
wires, either steel, iron or copper, 
sizes 8, 10, 12 and 14. 

For use with larger wires or 
sleeves, special openings are provided 
to accommodate either iron or copper 
wire. This connector is also made for 
MacIntyre waterproof joints, Holtzer- 
Cabot seamless joints or American 
Fuse Company joints. These are com- 
monly known as MacIntyre sleeves, in 
which the wires are drawn together 
while the sleeve is slipped over the 
connector, thus holding it firmly dur- 
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Keep On Studying It 


MESES EERE Pies 


PRES ites MORO pie ost 








A GOOD barn door hanger has many points that 
will help you in selling it, material, design, ad- 
justments, track. Study closely the 


R-W No. 921 Adjustrite 
Trolley Barn Door Hanger 


For Doors Weighing Approximately 300 Pounds 


Hinged pendant extra strong and permits door 
to swing out at bottom if desired. Suitable for 
doors 134 to2inches thick. Track can be attached 
to side or ceiling supports, and is furnished in any 
length up to ten feet in one piece. 
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ing the twisting, and excluding water 
that would otherwise rust or corrode 
the wires. 

The new “Red Devil” connector is 
spring-tempered from end to end. This 
tool has a milled and counter-bored 
joint and it is hardened and tempered 

















The new “Red Devil” connector 


so that it cannot get out of line. The 
“Red Devil” connectors comprise 38 
different styles, answering every re- 
quirement of the lineman. The “Red 
Devil” connector is put on the mar- 
ket at the retail price of $1.25. 


The Harvester World 


“Trenchant Selling,” by C. H. Lauf- 
man, features the December number 
of The Harvester World, which is 
published by the International Har- 
vester Company of America, Chicago, 
Ill. Other articles in this issue are: 
“A Christmas Carol,” “Profitable 
Farming Campaign,” by C. M. Car- 
roll; “Robbing the Soil” and “Christ- 
mas and the I. H. C.,” by Edith S. 
Reider. 


No. 315 “Competitive” 
Grade Shotguns 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass., has re- 
cently placed on the market its new 
No. 315 “Competitive” grade, double- 
barrel, hammerless shotgun. This 
gun is manufactured under the com- 
pany’s “Riverside Arms Company” 
brand, and it may be obtained 
through any jobbing distributor. The 
new shotgun is sold in competition 


with imported and low-priced Amer- . 


ican guns, so that it may be retailed 
for $15 or less. 

The company states that heretofore 
such competitive grade guns as haye 
been in the market have been of the 
Same general type as_ high-priced 
guns, and, consequently, the low- 
priced gun has been slighted in order 
to save on the cost. In designing the 
No. 315, the necessity of building a 
first-class gun at a low price has been 
kept in mind, and the gun is one of a 
type and design that can be built ex- 
cellently and yet at a low price. 

The No. 315 shotgun is furnished 
in 12 and 16 gauges, and it is made 
in all lengths. 


New Edwards Steel Trucks 


The Edwards Mfg. Company, Cin- 
cinnati, Ohio, has recently placed on 
the market some new steel trucks, 
one model of which is shown in the 
accompanying illustration. The com- 
pany states that this truck is adapted 
for handling heavy freight, it being 
suitable for railroads and steamship 
companies. As this truck is easily 
kept clean, it is suitable for use in 
packing houses. 

The wheels of the Edwards truck 
are located within the body line, thus 
allowing a free passage of obstacles. 
The continuous frame is made of angle 
steel measuring 2% inches in depth 
and 3/16 of an inch in thickness. The 
frame dips down to unite the body to 
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One of the new steel trucks being placed 
on the market by the Edwards Mfg. Com- 
pany 
the wheels, and the frame also crosses 
between the handles, where it is one 
continuous piece. This construction 

strengthens the frame. 

The cross bars are built of Tee 
steel, the dimensions of which are 1% 
by 1% by 3/16 of an inch. These 
trucks are riveted throughout, except 
that bolts are used on the quick-de- 
tachable handles and the boxings in 
which the axle runs.. 

The Edwards truck, which is shown 
here measures 62 inches in length and 
24 inches in width. The length of the 
nose is 6 inches. The wheels measure 
11 by 2% inches. The truck has 1- 


inch axles, and it weighs about 120- 


pounds. 
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A -Stevens No. 315 “Competitive” grade, double-barrel, hammerless shotgun 


- products. to’ good advantage. 
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The Little Draw Shave 
No. 48 


A recent comer to a large line of 
woodworker’s tools is the Little Draw 
Shave No. 48, which is made by C. E. 

















The Little Draw Shave No. 48, for either 
professionals or amateurs, and also for 
manual training schools 


Jennings & Co., 71-73 Murray street, 
New York. This reduced size drawing 
knife is designed for more delicate 
work than the ordinary tool, familiar 
to all workers of wood, although it 
will likewise serve very many of the 
purposes for which the larger knife is 
used. 

The blade, which is fully warranted, 
is 4 inches long on the cutting edge, 
13/16 of an inch from back to edge, 
and it is sharpened ready for use. The 
length over all is 10 inches. The eb- 
onized hard wood knob handles have 
a diameter of 1% inches, and they 
afford a good grip. 

There is a recess in each tang into 
which a portion of the steel ferrules 
is forced, so that the handles are held 
permanently rigid. Because of small- 
er size and light weight, the blade can 
be worked in otherwise inaccessible 
places and as often as a spoke shave. 
The tool is also handy for use in man- 
ual training schools. 

These tools retail at 25 cents each, 
and they are packed six in a box. 


Peck, Stow & Wilcox 
Catalog 


The Peck, Stow & Wilcox Company, 
Cleveland, Ohio, has issued its new 
catalog of locks, knobs and builders’ 
hardware. This catalog is bound with 
an attractive linen cover which is 
printed in two colors. It is profusely 
illustrated and shows the company’s 
With 
this catalog is included a price list 
which is revised to November 1, 1914. 
The price list covers rim locks and 


_latehes, mortise locks and _ latches, 


wrought bronze inside, sliding and 
front door sets, cast bronze inside, 
sliding and front door sets, wrought 
steel inside, sliding and front door 


sets, wrought bronze mortise latch. 


sets, wrought steel mortise latch sets, 
store door handles and locks, knobs 
with roses, glass door knobs, metal 
knobs without roses, inside escutch- 
eons,. front door escutcheons, sliding 
door escutcheons, push plates, sash 
lifts, extension flush bolts, electric 
buttons, letter box plate, keys, spin- 
dles, knob scréws, lock strikes, cy!- 
inder collars, lock springs, roses, knob 
washers and drop drawer pulls. 


THE HOLLINGSWORTH KNIFE CoM- 
PANY, Kane, Pa., has been incorpor- 
ated by H. Hollingsworth, H. W. 
Sweeley, James McDade, W. W. Mc- 
Dade and R. A. Hill; capital $50,000. 
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Half-Pint Luncheon Case 


The Icy-Hot Bottle Company, Cleve- 
land, Ohio, is now manufacturing a 
half-pint luncheon case. The company 
states that its aim in marketing this 
case was to meet the demand of school 

















New sae 5 luncheon kit, made by the 
Icy-Hot Bottle Company 


children and office workers for a small, 
inconspicuous luncheon kit. The case 
is covered with dark green pebbled 
grain finish, imitation leather. The 
inside is lined with red waterproof 
cloth, making it quite sanitary. 

The case is divided into two com- 
partments. One holds a bottle and 
the other holds a nickel plated, metal 
lunch box, which has a tight-fitting 
lid. ‘The company states that this lid 
keeps the food fresh and moist. 

The bottle is completely nickel plat- 
ed, and it is stated that it is of the 
highest type of Icy-Hot construction. 
The capacity of the bottle is a half 
pint. The company guarantees that 
this bottle will keep liquids hot for 
24 hours, or it will keep its contents 
cold for 3 days. No fire or ice is nec- 
essary. 


Bench Drill Press No. 208 


The Millers Falls Company, Millers 
Falls, Mass., has just put on the mar- 
ket a bench drill press which is known 
as No. 208. The company states that 
this drill press is made in accordance 
with its usual standards. The finish 
of the standard is gray, with red edg- 
ing, and such parts as the chuck and 
crank are nickeled. 

The chuck has a capacity of from 
0 to % of an inch, for round shank 
drills, and it is of the Star pattern 
with three jaws operated by springs 
that are protected from injury and 
which are also guaranteed not to get 
out of order. The small gear is of 
steel, and the tool is equipped with 




















The Millers Falis bench drill press No. 208 


ball bearings. The chuck is held 
rigidly close to the main frame, and 
feed is obtained by raising the table 
with a ratchet lever. The table is 


provided with holes for the insertion 
of pins or screws to act as stops or 
rests for the work. 

The hight of the Millers Falls bench 
drill press No. 208 over all is 18 in. 
The maximum distance from _ the 
chuck to the table is 4% in., the speed 
of the gears is 3% to 1, and the 
weight of this press is 7% pounds. 
Each bench drill press is packed in a 
separate wooden box. 


“Sterling” Vegetable 
Masher 


A late addition to the various house- 
hold labor-saving appliances brought 
out by N. R. Streeter & Co., Rochester, 
N. Y., is the “Sterling” potato and 
vegetable masher No. 22, which re- 
tails at $25. 

This device is recommended by the 
makers for potatoes, squash, pumpkin 




















The ton view shows the narts and sim- 


. plicity of construction. The lower view 


Shows the “Sterling” vegetable masher 
No. 22, assembled 

and kindred vegetables which may be 
either mashed or mixed. The salient 
feature is the teeth on the top of the 
sweep, which grate the vegetable be- 
fore it reaches the perforated plate, 
thus allowing no lumps to get through 
at any time. 

Potatoes, also, may be mixed in the 
same machine with milk, butter and 


, Seasoning, so as to get a thoroughly 


composite product. 

By means of a separate cylinder and 
sweep, used with the masher proper, 
it may be transformed into a quick and 
effective puree machine. Likewise the 
same utensil with a different sweep 
accomplishes, it is said, good results 
in the mixing of mayonnaise and the 
whipping of cream. 
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“Common Sense” Single 


Tree Hook 
The Brodhead Safety Single Tree 


Hook Company, Brodhead, Wis., is 
manufacturing the “Common Sense” 




















Top view shows the “Common Sense” 

safety single tree buggy hook; the bottom 

view shows the “Common Sense” safety 
single tree hook No. 


safety single tree buggy hook. The 
eompany states that this hook will 
prevent many accidents as it will keep 
the tugs from coming off when the 
wagon is going down grade. This 
hook is made for buggies and light 
wagons. These hooks are packed in 
pairs, right and left. The hook should 
be turned so that the short point 
stands upward, and the long point 
backward. 

Three other models of safety single 
tree hooks are also being manufac- 
tured by the company. The one which 
shown in the accompanying illustra- 
tion, is known as No. 3. This is the 
company’s latest model swinging 
hook. The other hooks manufactured 
by the Brodhead Safety Single Tree 
Hook Company include No. 1, which 
is a stationary safety single tree 
hook, made in two sizes for wagons 
and implements, and No. 2, which is 


a swinging single tree hook. 


Weinholds’ Commercial 
Bulletin 


The Christmas number of Wein- 
holds’ Commercial. Bulletin, which is 
a monthly newspaper published by T. 
W. Weinhold for the benefit of the 
customers of the Weinhold Bros. 
Hardware Company, 747-749-751 Min- 
nesota avenue, Kansas City, Kan., 
contains illustrated descriptions of a 
number of suitable articles for the 
holiday trade. This publication has 
the appearance of a regulation news- 
paper, being a five-column sheet. It 
contains many interesting bits of 
local news. 


Make More Dairy Profits 


The West Bend Barn Equipment 
Company, West Bend, Wis., is send- 
ing out an attractive catalog which 
describes and illustrates the West 
Bend barn equipment. This catalog 
is entitled ““Make More Dairy Profits,” 
and it shows various West Bend ap- 
pliances in use. This new publication 
contains 31 pages. 





EL  _ TTR 


se | er tens ae ee 


- AE pease tie 


gt ease neenemcen gamma are _— 


ee 





is 


9? 








ee eres nena eee, rte SN ee en —_ 


gt ces cementite meee _ 


NE 


December 31, 1914 HARDWARE AGE 











Designed exclusively for the retail hardware trade. 


Designed by men who have devoted years to the business—they are 
distinctly in a class by themselves. 


Accredited throughout the world as the leading manufacturers of 
hardware store equipment, we wish to call attention to a contract we 
recently completed in an Eastern City in which correct and practical pro- 
vision was made for some 18,000 different items. 


We trust the hardware fraternity in its entirety thoroughly under- 
stand Warren Fixtures may be procured for stocks of small or medium 
proportion to stocks of the greatest magnitude. 





If Warren regular fixtures as described and illustrated in Warren 
| catalogues should not meet your individual requirements, we are of 
course in a position to design and manufacture Special Fixtures embody- 
ing any practical features to best suit your particular needs. 


The inflexible policy of this firm is and always has been to sell 
only that which will bear the most rigid inspection and stand the hardest 
usage. All of our lines, each separate and distinct from each other, bear 


these splendid characteristics. 


Catalogues Nos. 65 and 212 








J. D. Warren Mfg. Company, Chicago, Ill. 


Eastern Display Room, 253 Broadway, N. Y. 


THE LARGEST MANUFACTURERS OF HARDWARE STORE FIXTURES IN THE WORLD 
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MOTOR ACCESSORIES 


Half Million New Motor Cars Will Increase Demand for Accessories 


ESPITE the fact that, with the 
exception of the United 
States, all of the greatest world 
powers are at war, and although 
1914 has been characterized as an 
“off” year, the latest predictions of 
experts in the automobile field point 
to a production of more than a 
million new motor cars during the 
year of 1915. The following table 
gives the yearly production of auto- 
mobiles by American manufactur- 
ers for ten years, in which short 
time the automobile industry has 
attained proportions that would 
have seemed unbelievable to all of 
us a few years ago, and which even 
to-day can hardly be credited by 
foreign manufacturers until they 
have come to this country and seen 
for themselves. 

It should be understood that the 
figures given below are only ap- 
proximate, but they are as accurate 
as can be compiled: 


Year Output 
CERNE LSA Ne gee ae 14,000 
BS Rees ask es 22,000 
RSE Foe So aera ease 32,000 
FR ea Pade One 40,000 
ae ks 49,000 
MS ek a ek. 105,000 
RES oo pee Come 170,000 
RS Se sia Recs 210,000 
BIRT Gk ss ee koe oR 378,000 
ios. ae soe 150,000 


It is a little early to present fig- 
ures showing the 1914 production, 


but it is believed that this was at 
least equal to the high-water mark 


reached in 1912. As for 1915, the | 


most conservative estimates call for 
an output of 525,000 new motor 
cars, while many well-informed men 
think that 600,000 is nearer to the 
true figure. Advance orders for 
materials and parts, and production 
estimates furnished to the tire 
manufacturers all add assurance 
that 1915 will be the most fruitful 
year that the automobile industry 
has ever had. 

This is certainly a bright outlook 
for the far-sighted hardware mer 
chant who is selling motor acces- 
sories. With the growing use of 
motor cars, as shown by this ad- 
vance estimate, there is every rea- 
son why the sales possibilities of 
motor accessories should have the 
earnest consideration of the trade. 
The automobile industry to-day 
ranks as one of America’s business 
giants, and it is steadily growing 
in size. Every new motor car 
which is built means more prospec- 
tive purchasers of motor acces- 
sories, and it is most certainly time 
to get in line. 

HARDWARE AGE has often called 
attention to the large profit in han- 
dling motor accessories, and as 
added evidence a letter recently re- 
ceived from a Southern hardware 
and implement dealer states that 
this merchant has made from $400 
to $2400 a year on these goods. 
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This same hardware merchant, who 
also sells motor cars, states that his 
average profit on motor accessories 
is from 30 to 35 per cent. 


The National Automo- 
bile Show 


The Fifteenth Annual National 
Automobile Show will be held in 
Grand Central Palace, New York 
City, from January 2 to 9. This 
show will be held under the au- 
spices of the National Automobile 
Chamber of Commerce, and it is 
stated that the four floors of the 
building, which contain more than 
50,000 square feet of floor space, 
will be taken up by the exhibitors, 
who number close to 300. At pres- 
ent the allotted space is for the ex- 
hibits of 92 manufacturers of com- 
plete motor cars, and the balance 
of the space is taken up by acces- 
sory and motorcycle manufacturers. 

It is stated that the men in 
charge of the show arrangements 
have experienced considerable diffi- 
culty in accommodating the many 
accessory firms who-desired repre- 
sentation. The accessory exhibits 
have come to be recognized as a 
vital part of the show, and for this 
reason the demand for exhibition 
space has been keen. 

As it is the custom for many ac- 
cessory manufacturers to show 
their new products for the first time 
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Heres a Big Business 


Opportunity 


‘Never in the history of the motor 


car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 
warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 
signal. 


Each and every one of these car 
owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 
proposition. 


The Sparks-Withington Company 


Jackson, Michigan 























A 





A ) 











CAAT 














eae nema 





















































86 


at the national automobile shows, 
hardware merchants located in or 
near Greater New York should 
make it a point to attend the show 
and size up the new accessories. 
There is always a corps of com- 
petent demonstrators in charge of 
each of the exhibition booths, and 
a visit to the automobile show is 
both pleasant and instructive. 


“Rusk” Auto Houses 


The Fargo Cornice & Ornament 
Company, Fargo, N. Dak., is manu- 
facturing the “Rusk” auto houses. 
The side walls of these auto houses 
are 8 feet high, and they are made 

of 26-gauge, galvanized steel, which 

is heavily embossed and reinforced 
by double pressed steel studs. The 
roofing is of Spanish tile pattern, 
and it is supported by pressed steel 
rafters. 

In all houses over 12 ft. in width 
a substantial system of trussing is 
employed to reinforce the rafters 
and add stability to the building. 
Complete instructions and hlue 
prints are furnished with each 
house for erecting, and the com- 
pany states that two men can erect 
one of these buildings in a few 


hours. The only tools needed are a 
screw driver, hammer and a pair of 
pliers. 

The “Rusk” auto houses are 


made in sizes ranging from 10 by 
12 to 20 by 24 feet and the prices 
range from $128 to $324. The il- 
lustration shows an 18 by 20-foot 
“Rusk” auto house. This is 
equipped with two sliding doors 
measuring 7 feet 6 inches by 7 feet 
914 inches. This building has three 
wire glass windows, one 12-inch 
Fargo ventilator, a tool shelf on 
both sides and also on the rear end, 
two corner shelves, two robe rails 
and four tire hooks. The price of 
this model is $285, f.o.b. Fargo, 
N. Dak. 
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One of the “Rusk” auto houses made by the Fargo Cornice & Ornament Com- 
pany 


“Exeelsior” Tow Line 


The ._ Wright Wire Company, 
Worcester, Mass., is manufacturing 
the “Excelsior” tow line, which is 

















The “Hacelsior” tow line coiled up 


shown in the accompanying illus- 
tration. This tow line is made from 
the best quality of “Excelsior” steel 
wire rope, which measures 5/16 of 
an inch in diameter and is capable 
of holding over 3 tons. Although 
this wire rope is so strong, it occu- 
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Drawing showing the manner in which the Simplex gasoline saver and primer 
is attached to the motor and dashboard 


pies less than one-third the space 
of a Manila rope.of equal strength. 
The company states that this tow 
line is easy to handle, and that it 
may be attached to the car by two 
soft Manila slings which prevent 
damage to the paint. The “Excel- 
sior” tow line weighs 614 pounds, 
and it is put up into a compact coil 
which measures about 12 inches in 
diameter. The tow line is packed 
in a canvas bag. The price of the 
“Excelsior” tow line is $3.75. 


Simplex Gasoline Saver 
and Primer 


The Simplex Specialty Company, 
1914 East Thirteenth street, Cleve- 
land, Ohio, has placed on the mar- 
ket the Simplex gasoline saver and 
primer, which the company claims 
will reduce a motorist’s gasoline 
cost from 20 to 40 per cent. It.is 
also stated that with this device the 
formation of carbon in the cylin- 
ders of the motor is greatly re- 
duced, and the Simplex gasoline 
saver and primer is further stated 
to give increased power and speed 
to the motor car in which it is in- 
stalleu. 

The accompanying drawing 
shows the simplicity of the Sim- 
plex, and also the manner in which 
it is attached to the motor and 
dashboard. The company states 
that when the motor is running 
sluggishly, a half pint of kerosene 
should be poured into the priming 
cup on the dashboard. This should 
be done while the motor is running, 
and the suction’ will then draw the 
keroséne into the cylinders and dis- 
solve any carbon which might have 
formed in them. 

The air control of the Simplex is 
operated from the seat by a button 
located on the steering column. The 
Simplex ietails at $7.50. 
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No. 60—1915 Catalog 
NOW READY 


Weight - - 4¥Y pounds 
Size - 7% x 9 inches 








Has Cover, Quick and Regular Indexes. 


Approximate Prices “with a Dealer's Key.” 
Colored Photographic Pages. 

Weight of Articles. 

Accurate Cuts. 

Clean, but Short Descriptions. 


It contains everything in the Hardware Line. 


_ Ass a guide to hardware dealers who wish articles made 


of the finest material— perfect workmanship and 


finish. 


We have, after years of work, secured an assortment of 


over 15,000 articles, which we guarantee and brand 


Ga —“our very best” and Revonoc 
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These 
Are 
the 


Little 
Tools 


on 


Earth! 




















The above illustration is a correct PHOTO- 
GRAPHIC r opreduetion of the “HANDY-MAN” COM- 
BINATION T KIT—a radical departure in h- 
J the fundamental object of 

et AL TOOL EFFICIENCY and 
PRACT ICAL “y ILITY in the SMALLEST space pos- 
ma (size 6 by 5 by 
is Kit eit “i fifteen splendid, proper! 
Pa and EFUL teols in com binat on wit 
an NTR CHANGEABLE HANDL 

Indispensable to the Automobilist, the i adisinin the Farmer. 
the Mechanic, the Layman—EV ERYONB! For use in the Home— 
the Office—the Factory—the Shop—EVERYWHERB! 

SELLS ITSELF INSTANTLY ON PRESENTATION! No ‘‘talk- 


Encase2 re an indestructible drawn-steel box. Attractive Ad- 
=" Literature, Display Signs and our one. m hlets 
‘THE STORY ee THE BIGGEST LITTLE TOOLS O TH’ 
furnished all dealers 
po. ae today tee full information covering this splendid proposi- 


AMERICAN NOVELTY COMPANY 
SOLE MANUFACTURERS 





Maryland Bidg., Washington, D. C. 


Biggest 











Stock the GENUINE! 
—the DELTA Hand Lamp! 


7. electric hand lamp, using one ordinary No. 6 dry i to 
be genuine—and to Puen repeat orders—must be a DELTA 
‘It is every merchant’s po cy to sell saanoastul aa a 
The electrical principles that are responsible for the DELTA'S 
anerens an » ne only in the DELTA. Patents were isaued 


ELECTRIC 


DELTA E4SS72'¢ 


Lamp of 1000 Uses! 


Another thing—the DELTA is 
Nationally Advertised. It is 
the b money -maker 
among lights which dealers 
have. It burns over 40 
hours continuowsly if desired. 
Takes we of 
lanterns, andles ordinary 
flashlights.  Abosintele safe. 
Bought by moe of 


ec tr a - 
mobilists, Sibere 
Ditvielins, tore- 








men, Watchmen, In- 
aspectors, etc., ete., etc. 


Has cold rolled steel case, special 
. Tungsten bulb, imported ground and 
polished lens, handle and bail. 

Ret-if price, $2.00. Get specia) 
Dea.er offer. Stoek quickly = get the 
business! At your jobber’s r shipped 
direct from factory. Write “teodine? 


Four Big Winners 
New Delta Bicycle Light, Auto Tai! 
Light, Buggy Combination Head, Side. 
—= Tail Light and Delta Blectric Table 
®% Imehes Hiaxh Lamp. Investigate. 


DELTA ELECTRIC COMPANY, Marion, Ind. 


Manufacturers of Meritorious Electric Specialties 
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More and More Hardware Dealers 
are Taking on the Line of 


HARRIS 


TRADE MARK REG. U.S. PAT. OFF, 


OILS 


AND 


GREASES 


Why? Because it is a proposition 
that pays. 


HARRIS OILS are such pure and reliable 
lubricants that, once used, they become fast 
friends. Motor Car Owners who have tried 
them always come back for more. 


HARRIS Gasoline Engine Cylinder Oil. 
HARRIS Trans Compound (for transmission). 
HARRIS Motor Grease (for grease cups). 
HARRIS Motor Car Soap. 

Our oils sold in bbls., half bbls., 5 gal. and 1 
gal. cans. 

We are exhibiting at the Automobile Shows— 
Space Number: 

C-88, 3d Floor, Grand Central Palace, New 
York. 

63 Coliseum Gallery, Chicago, II. 








‘“‘A Little Goes a Long Way and Every Drop Counts.’’ 


A. W. HARRIS OIL CO. 


326 S. Water St., Providence, R. |. 
Branch: 143 No. Wabash Ave., Chicago, Ill. 











The cylinder of every “Bridgeport” Bicycle 





Bridge- 
port 
Bicycle 
Tire 
Pump 


Above the Standard 
They are Guaranteed 





Pump is a seamless brass tube, polished and 
nickel-plated. They have joints 
that won't leak. 

Illustrated above is our tele- 
scopic frame pump, No. 12, and 
below our No. 17 foot pump. 

The most serviceable pumps on > 
the market. They’re guaranteed. 

Ask your jobber. Send for 
new: booklet. 


Bridgeport Brass Company 





BRIDGEPORT, CONN. 


140 Crescent Avenue, 
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Johns-Manville Auto 
Clocks 


The H. W. Johns-Manville Com- — 


pany, Madison avenue and Forty- 
first street, New York City, has 
just announced the addition of two 
new automobile clocks to its exten- 
sive line of motor accessories. One 
of these clocks is for flush and the 
other for dashboard mounting, and 
the company states that they both 
embody the latest approved ideas 
in motor car clock construction. 

These clocks have been designed 
so that the mounting screws, wind- 
ing keys and setting knobs are hid- 
den from view and fully protected. 
The movements, which are of the 
lever escapement type, are enclosed 
in a dust, dirt and moisture proof 
case, which is permanently secured 
to the clock base. This unit, in 
turn, is carried in an outer case and 
locked by a patented device that 
makes it possible to remove and re- 
place this outer case by a simple 
quarter turn. Both winding key 
and setting knob are permanently 
attached to the movement. 

The J-M automobile clocks are 
made in several finishes, which in- 





One of the new Johns-Manville auto 
clocks 


clude black with brass and nickel 
or gun metal with either black 
figures on white porcelain or silver 
dial, or with white figures and hand 
on a silver dial. The company 
states that these clocks will keep 
accurate time under the most severe 
conditions of motor car service. 


“Clingfast” Vulcanizing 
Solution and Cement 


The Brooklyn Shield & Rubber 
Company, 397 Sumner avenue, 
Brooklyn, N. Y., is marketing the 
“Clingfast” vulcanizing solution 
and cement. The company claims 
that this vulcanizing solution and 
cement produces results on tire re- 
pairs equal to steam vulcanizing. 
It is non-inflammable, and thus 
eliminates any possibility of fire. 
“Clingfast” vulcanizing solution 
and cement will repair everything 
made of rubber. The entire outfit 
is put up in a neat box and con- 


KR HHAWCUAAH 


sists of 4%4-pint of non-inflammable 
“Clingfast” cement, 14-pint vulcan- 
izing solution, 1 cement brush, 1 




















“Clingfast” vulcanizing solution 


solution brush, 1 “Clingfast” clamp 
for pressing together the section of 
rubber repaired. The retail price 
for the complete outfit is $1.25. 


Automobile Body Polish 


The Rapid Shine Products Com- 
pany, St. Louis, Mo., is placing on 
the market an automobile body and 
piano polish which is known by the 
trade name of Rapid Shine. This 
polish is said by the company to be 
an improved scientific compound 
for polishing and cleaning automo- 
bile bodies, pianos, furniture, car- 
riages, hardwood floors, etc. It is 
claimed that when applied regu- 
larly this pclish prevents varnish 
from cracking and removes grease 
and marks caused by mud drying 
on the automobile body. 

The company states that Rapid 
Shine keeps the fine finish on pianos 
and that it removes the bluish, 











A-LIQUID- POLISH 
WITH-A-DRy-FINISH: 


OLISHES CLEANS 
enn? RENOVATES 
Suna atte SURES 




















Rapid Shine automobile body polish 


Hardware Age 


smoky dullness that is frequently 
noticed on all highly polished fur- 
niture. Rapid Shine is said to be a 
prepared liquid cleaner and not a 
varnish or veneer. It is put up in 
bottles of various sizes, the sizes 
ranging from 4-ounce to half-gallon 
bottles. This compound is guaran- 
teed to give satisfaction. 


Morgan Utility Tool 


The Morgan Mfg. Company, 
Newport, R. I., is manufacturing 
the Morgan utility tool, which has 
lately been improved and simpli- 
fied. The company states that this 
tool makes an exceptionally good 
valve lifter, as it lifts the spring 
squarely, preventng any cramping 
or bending of the valve stem. This 
tool can also be used for many other 
purposes, such as a drill jig, hand 
vise, clamp, etc. 

The Morgan utility tool is stated 
to be well made, the base being of 
steel, with stem securely attached. 
This stem is flattened at one side 
to .prevent the moving member 
from swinging around, and it is 
made with a head to prevent it from 
being removed and the. parts lost 
or mislaid. The sliding piece is a 
casting, and the lifting nut is made 

















The Morgan Utility Tool 


of bronze. The handle is formed 
from steel, and it is fitted with a 
swinging catch, which is simple in 
action. The utility tool retails at 
$2 for the sherardized finish model, 
and $2.25 for the bright nickel fin- 
ish model. 


THE NATIONAL ELECTRIC STARTER 
COMPANY has been organized in De- 
troit, Mich., to handle the United 
States and Canadian sales of a num- 
ber of motor accessories. Among 
these will be the Advance Ford pump 


. and the Disco electric system of start- 


ing and lighting for Ford cars. 

The company has been incorporated 
for $1000, the principal stockholders 
being M. B. Sulzberger and J. S. Folz. 
Harry Knepper will be sales manager, 
and Mr. Sulzberger will act as presi- 
dent and general manager. The new 
company will have general offices and 
salesrooms at 942 Woodward avenue. 


THE FLEXILAC PAINT COMPANY, 
Ltp., Toronto, Ontario, has been capi- 
talized at $50,000, to carry on the 
business of manufacturing and dealing 
in paints, polishes, stains, varnishes, 
etc. 
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96 Years to Test a Tool 


JONG enough to satisfy 

good mechanics. P. S. 
& W. ‘1819 Original” snips 
have outlived their owners 
time and again. A strong sel- 


ling point to drive home. First high - grade 


The Peck, Stow & Wilcox Company snip made on thts 
Mfrs. Mechanics’ Hand Tools, Tinsmiths’ side of the water. 


& Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO. 


U.S. PAT. OFF 
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Getting the Right 
Line 


HERE are a number 
To: salesmen who 
wish to carry a side 





line—but what line, 

that is the —— Some Auto 

question. small ad- > 

+ emits in the Suggestions 
pportunity change eee, nee 

Department paves the “pce sone CCnckam Mhusianee) *) 

way to get in touch Brass-Kote (Air Drying Enamel) 

with many firms who Thermite (Anti-Freeze) 

require such men. The Norwesco (Top Dressing) 


Never-Burn (Engine Enamel) 


cost is small compared Never-Rust (Rim Paint) 
with results. Tire-Lac Soba Fer are 
Gear-Silence (Quieting Lubricant) 
50 words, $1.00 Norwesco (Valve Grinding Compound) 
That’s all. Sil-Ver-Ol (Silver Plating Solution) | 


‘KI-Ens-Ol (Liquid Soap) 
Dermalene (Mechanics’ Hand Soap) 


Norwesco (Ford and Small Car Paint-. 

Opportunity Exchange, ing Outfit) 
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The Northwestern Chemical Co. 
Marietta, Ohio 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


CAMROSE, ALBERTA—The hardware business of W. G. Dug- 
gan has been sold to H. O. Roden. 


FUSILIER, ALBERTA—John Nelson has recently engaged in 
the hardware business here. 


LETHBRIDGE, ALBERTA—The hardware stock formerly owned 
by the McKeown Hardware Company, Ltd., has passed into 
the possession of Pierce & Flanagan. 


MAKINAK, MANITOBA—Everest & Coulson, hardware and im- 
plement dealers, have been succeeded by A. Douglas. 


Moore PARK, MANITOBA.—The Moore Park Hardware Com- 
pany has been purchased by J. H. Creighton. 


WINKLER, MANITOBA—The partnership existing between 
Heppner & Loeppky has been dissolved. Mr. Loeppky will 
continue the business. 


WINNIPEG, MANITOBA—The capital stock of the Hackney 
ba Fy 1 aaah Company, Ltd., has been increased from $20,000 
to s ; 


NortTH BATTLEFORD, SASKATCHEWAN—Munro & Son have 
disposed of their stock to O. B. Manville & Co., Ltd. 


ASHFORD, ALA.—The Davis-White Company and the Ash- 
ford Hardware Company have combined and incorporated 
under the style of the Ashford Hardware and Supply Com- 
pany, with a capital of $10,000, to deal in buggy whips, build- 
ers’ hardware, children’s vehicles, churns, cutlery, heavy farm 
implements, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pumps, ranges and cook 
stoves, kitchen housefurnishings and sewing machines. The 
officers are: C. H. Davis, president; C. B. Culbreth, vice- 
president, and F. A. White, secretary and: treasurer. 


CARBON HILL, AuA.—The Threadgill Brothers Hardware 
Company has.added 28 feet of floor space to its present 
quarters. The new building will be used as a tin shop, and 
also for storage purposes. The business is: both wholesale 
and retail, and comprises the following lines: Automobile 
accessories, baseball godds, fishing tackle, mechanics’ tools, 
refrigerators, wagons and buggies, washing machines and 
builders’ hardware. Catalogs pertaining to motor trucks and 
dray wagons requested. : 


PASADENA, CAL.—L. A. Pitcher and Harry B. Pitcher have 
transferred their interest in the hardware business to their 
partner, A. F. Burtch, who will conduct the store under the 
name of the Burtch Hardware Company. 


COEUR D’ALENE, IDAHO—The interest of John Dingle in the 
Lakeside Hardware Company has been taken over by J. G. 
Strawn. The new firm name is the Lake City dardware 
Company. 


FREEPORT, ILL.—The Carter Hardware Company is now 
owned by A. W. Place and William Carter, who have acquired 
the interest of G. H. Carter. The title of the concern will 
remain the same. 


RockForpD, ILL.—R. E, Halley has purchased the implement 
stock of J. D. & G. Ralston, 132 North First street, and re- 
quests catalogs covering builders’ hardware, dairy supplies, 
shelf hardware and poultry supplies. 


SIBLEY, ILt.—Harlan & Myers, handling a stock of general 
hardware, have increased their store room space and put in 
new shelving. Catalogs requested. 


AYRSHIRE, Ia.—J. J. Martin has succeeded to the implement 
business of George Edwards. 


CLARE, Ia.—O. J. Klapka is now owner of the hardware 
store of C. E. Griffin. The lines handled include belting and 
packing, churns, cutlery, fishing tackle, galvanized and tin 
sheets, lubricating oils, ranges and cook stoves, sporting goods 
and washing machines. 


DyYsANT, Ia.—The invoicing of the stock recently sold to 
Feddersen, Holtz & Hix has been completed, and the new 
owners are in charge under the title of the Dysant Hardware 
Company. Among the lines handled are bathroom fixtures, 
builders’ hardware, churns, cutlery, electrical household spe- 
cialties, fishing tackle, furnaces, galvanized and tin sheets, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, pumps, ranges and cook stoves, shelf hard- 
ware, silverware, tin shop, washing machines, on which cata- 
logs are requested. 


WALLINGFORD, 1A.—The implement business of J. O. Kasa 
has changed hands. Murray Brothers and the Ward Land 
Company of Minneapolis, Minn., are the purchésers. 


BOWLING GREEN, Ky.-—Clive Young has bought an interest 
in the Hollingsworth-Young Hardware Company. The firm 
has made many improvements in its store, including an ele- 
vator and wirerocm, and it has increased its stock by the ad- 
dition of farrn implements. Catalogs requested. 


O_p Town, Marne—The Saunders Hardware Company, 
which recently celebrated its first anniversary, has remodeled 
its store, making it modern and up-to-date. A department de- 
voted to toys and ten cent goods has been opened. 


SALEM, Mass.—The Hill Hardware Company has taken a 
lease of a building which it will remodel for its own occu- 
pancy. 


CAMBRIA, Micu.—E. A. Backus recently sold his hardwa 
store here to William H. Sheets. of oa 


ONTONAGON, Micu.—The hardware store of C. E. Hecox has 
heen transferred to his son Frederick Hecox and Walter Scott, 


who will hereafter conduct. the business under the title of-the 


Hecox-Scott Hardware Company. The following lines will be 
earried: Automobile accessories, lubricating oils, fishing 
tackle, cutlery, crockery and glassware, etc. Catalogs relating 
to electrical supplies, automobile accessories, stoves and 
enameled ware requested. 


PENAMO, Micu.—Edward Vance, dealing in hardware and 
implements, has sold out to Charles B. Brunn. The business 
will be carried on under the name of the Penamo Hardware 


Company. 


SANDUSKY, MicuH.—N. A. Babcock has acquired ownership 
of the stock of the Hub Hardware Company. 


SCOTTVILLE, Micu.—The F. J. Reader Hardware Company, 
which carries a complete stock of hardware, requests catalogs 
on home barbers’ and plumbing supplies, furniture and iron 
beds. 


CALEDONIA, MINN.—J. E. Danaher, formerly manager of the 
Caledonia Lumber Company, is now in possession of the hard- 
ware business of A. G. Seuffert. He will continue under the 
name of J. E. Danaher & Co., and deal in the following: Auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicies, churns, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, heating 
stoves, heavy hardware, lubricating oils, mechanims’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, tin shop, toys ani 
games, washing machines. 


PRINCETON, MINN.—D. Wetter has succeeded the Farmers 
Co-operative Company and will continue to operate it under 
the same title. The stock comprises a line Of general hard- 
ware and machinery. 


SuMNER, Nee.—The Johnson Hardware Company has 
changed hands, and will hereafter be known as the L. J. & 
A. L. Johnson Hardware Company. A complete line of hard- 
ware is carried, and the firm requests catalogs covering hard- 
ware, furniture, harness and implements. 


AUBURN. N. Y.—Woodruff & Murphy have enlarged their 
quarters by the addition of an adjoining store 65 by 25 feet. 
New shelving and up-to-date fixtures are being installed, and 
when completed will be used entirely for household furnish- 
ings. The new owners expect that the store will be ready for 


occupancy about January 1, 1915. 


GOUVERNEUR, N. Y.—The Spooner-Campbell Company has 
heen incorporated to deal in farm implements, carriages, 
wagons and automobiles; capital $40,000, with A. Fred 
Spooner as president and Earl W. Campbell secretary-treas- 
urer and manager. 


GRANVILLE, N. D.-—Calrson Brothers, owners of a hardware 
and implement business for many years, have sold their stock 
to Ralph C. Wedge. 


LANCASTER, OHI0O.—Under the title of the J. F. Nye Hard- 
ware Company, John F. Nye and Dalton Brown will, on or 
about April 20, 4915, move into their new store, carrying a 
stock comprising automobile accessories, baseball goods, belt- 
ing and packing, buggy whips, builders’ hardware, building 
paper, churns, cutlery, fishing tackle, galvanized and tin 
sheets, hammocks and tents, lubricating oils, mechanics’ tools. 
paints, oils, varnishes and glass, pumps, prepared roofing, shelf 
rardware, silverware. sporting goods, wagons and buggies and 
washing machines. Catalogs requested on builders’ hardware 
and specialties. 


HOBART, OKLA.—The invoicing of the stock of the Kimbler 
Hardware Company, recently sold to John Lindstrom, has 
been completed, and the new owner is now in charge. 


OKLAHOMA CITY, OKLA.—R. E. Freeman, who was formerly 
connected with the Richards & Conover Hardware Company, 
has recently started in business under the name of the Lvykes- 
Freeman Hardware Company. 





CHRISTIANA, Pa.—Work has been commenced on the erec- 
tion of a two-story building for the Christiana Hardware «& 
Supply Company, to house a stock consisting of the following: 
Baseball goods, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, churns. cream 
separators, cutlery, dairy supplies, dog collars, dynamit :.sh- 
ing tackle, galvanized and tin sheets, gasoline engines, p ps, 
rhelf hardware, poultry supplies and washing machines. [he 
— expects to occupy its new quarters about April 1, 

915. 

SMICKSBURG, Pa,—The stock of Weston & Stiteler, consist- 
ing of baseball goods, buggy whips, cutlery, washing ma- 
chines, etc.. has been taken over by Stiteler & Lewis. The 
stock will be increased by the addition of wall paper and 
crockery. 


MINERAL, VA.—The Minerai Hardware Company has in- 
creased its capital stock from $25,000 to $50,000. The firm's 
business is both wholesale and retail in automobile acces- 
sories, shelf hardware, paints, oils, varnishes and glass, 
wagons and buggies, cutlery, mechanics’ tools and builders’ 
hardware. Plans have been made for the erection of a 
building at Louisa, Va. 


MONTPELIER, VT.—The Capital Hardware Company has in- 
ne its stock by the addition of crockery and household 
utensils. 


DAVENPORT, WaASH.—The interest of William Fox in the 
business of J. W. Fox & Son is now owned by J. W. Fox. 


LEOPOLIS, Wi1s.—The Leopolis Hardware & Implement Com- 
nany. carrying a full line of hardware, sporting goods, auto- 
inobile accessories. ete. has succeeded E. A. Voelz and re- 
quests catalogs relative to automobile accessories, sporting 
and baseball goods. 
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The Price fides 


HEN the hardware man is 
not making a satisfactory net 
profit on his investment his 

trouble in most cases is: 

(1) Too much in some items: or (2) not 
enough items. The first condition causes the 
second. 

What you need is to be able to buy many 
lines in one bill, and get variety without 
quantity. 

This makes you need “Our Drummer,” the 
catalogue that has, by common consent, 
become America’s Price Maker in 1 number 
of important lines—the catalogue ‘hat gives 


you right prices without forcing -jou to buy 
quantities. 


The monthly coming of this book keeps 
you in touch with the markets of all the world. 


It can keep up your stock in a host of items 
that will increase your profits—and enable 
you to buy them in one bill. 


If you haven't the current number handy, 
you d better send for it. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


New York Chicago St. Louis 
Minneapolis Dallas 


SAMPLE HOUSES 
Kansas City Seattle Milwaukee Omaha Cleveland 
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For every clime, an animal, 

For every beast, a name. 

For every trapper, “Newhouse,” 
For every “Newhouse, ’—game. 


NEWHOUSE TRAPS 


are made in sizes to catch any anima 
—from rat to elephant 


ONEIDA COMMUNITY, Ltd. 
ONEIDA, N. Y. 


This advertisement is appearing in all of the 
best trapping publications. . 
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